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EMEK TRANSFORMERS 


Crocker Wheeler REM EK Transforme rs 
61015 KV A 20 to 50 KV A 


are setting the fashion in lighting transformer design. 


Their simplicity of construction, durability, very low 
core loss and high efficiency are of vital importance to 
every Central Station. 


May we tell you more in Bulletin 125Z? 


CROCKER-WHEELER COMPANY 


Generators, Motors, Transformers, Etc. 


Ampere, N. J. Birmingham, Boston, Chicago, Cleveland, Denver, Detroit, Newark, 
New Haven, New York, Philadelphia, Pittsburg, Syracuse, et 
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New Business Managers 
of Central Stations 
Please Note 


Je have a plan by which we can build business 
for you and increase the profits of your new 
business department without asking you to do 


any sales work. 
We don’t want to sell you a Vacuna Cleaner. 
We don't want you to do any work for us. 


We DO want to get in touch with users of electric 
service who can purchase Vacuum Cleaners 


And right here is w here we would like to get to- 


gether with you. 


We Offer An 
Opportunity For One Man 
In Your Town 


to make a profitable agency connection. 


To the right man a protected territory with ag- 


gressive backing. 
The Vacuna Turbine 


Vacuum Cleaner 


1s mechanically perfect, weighs 45 pounds and does 


work usually requiring an installed plant. 


For details write 


VACUNA SALES COMPANY, 


Hudson Terminal Building, New York City 














American 
Electric 


lroning as ; . 


Here is the youngest electric 
iron on the market. It is made 
by the oldest manufacturers of 
electric heating devices. This 
new iron is known as 


“American Beauty” 


weight is 6's pounds—therefore 
suitable for all round household 
or laundry use. 

It is all that the name implies. 
Finished entirely in polished 
nickel and of attractive design 
it first pleases the eye. 

It is simple in construction 
—can be entirely taken apart or 
assembled with no tools but a 
wrench. 

Kifficiency and satisfaction to 
the user it has—beyond any iron 
yet made. 

Guarantee—So durable and 
strong Is it that it is guaranteed 
for three years. 

Learn more about it by order- 
ing asample—at least. Know- 
ledge of it means you will want 
it for your customers. 


American Electrical Heater Co 
1351 Woodward Ave. 


Z Detroit, U.S. A. 


Oldest and largest exclusive 





ELECTRIC makers. 
HEAT 
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-7FOO vs nie HEAP 


There are 700 Lansden electrics in 
service today. 


The first Lansden was sold in 1904. 


So far, the junk heap has not claimed 


a single truck or wagon of Lansden 
manufacture. 


You will not find the Lansden wagons 
listed among the “‘exchanges.”’ 


Do You realize the full significance 
of these simple statements? 


If you were to go and take a look at the GREAT 
AMERICAN JUNK HEAP, you would recognize a 
lot of old friends—but you would not find one single 
Lansden, although it was one of the first Commercial 
Vehicles to be placed upon the market. 
There are a number of good reasons why the 
Lansden Electric Automobile shies the junk 
pile. It is built to last and it is built with ee Cron 
the one idea of making it fool-proof. ss oe pos 


clusively—another simple reason why the 
Lansden is so simple to care for. 


“just add water and charge.” 


The Lansden Company, Newark, New Jersey 


In writing to advertisers, mention ‘‘Selling Electricity’’ 


a 








will do continuous and steady work and make 
mighty little demands on the repair man. 


With ordinary care the Lansden Electrics 
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BUCKEYE PROGRESS 
Shows Results Which Others Promise 


Be We Fs Wa Ga Gs Fe Os Os Ss Os Os GGG 


E stated in our advertisements a year ago 
that—“The Buckeye central station ad- 
vertising covers the fields of residential, commercial, 
and industrial lighting. Over fifty pieces of direct-by- 
mail advertising and designs for forty newspaper ad- 
vertisements are included. The various pieces of 
advertising matter are designed to fit all manner of 
central station conditions, in addition to which the 
Buckeye advertising department is prepared to re-cast 
any of the pieces to exactly fit peculiar local require- 
ments. This flexibility entirely removes the cam- 
paigns from the class of ‘stock advertising.” 
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We have made this promise good and can show 
definite results. We fit our material to the Central 
Station policies—we do not try to mould new policies 
for you. That is why Buckeye Co-operation is both 
satisfactory and successful. 


Write for details. 
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THE BUCKEYE ELECTRIC CO. 
CLEVELAND, OHIO. 
CHICAGO PITTSBURG BOSTON DALLAS | 
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BUCKEYE POLICY 


A Year in Advance of Competition 
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NE hears a great deal, now-a-days, about co- 

operation with Central Stations, and many 

manufacturers boast of their progressiveness in adopt- 
ing co-operative policies. 

The Co-operative Policy of The Buckeye 
Electric Company was advertised a year ago in the 
Convention issues of the electrical trade papers. 
We then said— 

“The Buckeye Electric Company has secured 
and now offers to its central station customers a series 
of advertising campaigns designed to increase the 
market for incandescent electric light and, conse- 
quently, for incandescent lamps. These campaigns 
represent a very large investment, but are offered 
upon a co-operative plan whereby the central stations 
may take advantage of them at a very small part of 
the cost. This plan our representatives are prepared 
to explain in detail to all who may be interested.” 


Write for details. 


THE BUCKEYE ELECTRIC CO. 
CLEVELAND, OHIO. 
CHICAGO PITTSBURG BOSTON DALLAS 
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The 75 Per Cent. 


Waste 


An advertising expert recently estimated that the 
average electric company wastes seventy-five cents 
out of every dollar spent in newspaper space. This 
is not the fault of advertising or the media em- 
ployed, but of the company itself. 


Its manager, the head of the new business depart- 
ment, the: plant superintendent —everybody, in fact, 
but the person who outlines and prepares its adver- 
tising—knows or is supposed to know the work he is 
required to perform. Economy and scientific man- 
agement are practiced in every department but the 
one upon which the future development of the 
business depends. 


This development, by the way, cannot be accomplish- 
ed by purposeless advertising, listless copy, or the 
use of “canned goods’’---stock ads and manufacturers’ 
cuts. It must be brought about by a carefully 
planned and skillfully conducted campaign, local to 
each particular community. 


The C. W. Lee Company, which by means _ of 
CONSTRUCTIVE PUBLICITY, has long been 
engaged in the business of moulding public opinion 
in rate, franchise, competitive and municipal owner- 
ship controversies, is now employing the methods 
which have been so successful in this field in the new 


one of COMMERCIAL DEVELOPMENT. 


During the past year The C. W. Lee Company has 
had charge of the commercial advertising of a number 
of syndicates and prominent individual plants and in 
each case has secured results of the most convincing 
character. What has been accomplished for these 
companies can be accomplished for yours. 


The C. W. Lee Company | 


West Street Building, New York 
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The Story of 
Ornamental Curb Post 
Street Lighting 


Why it is Growing in Popularity the Country Over, 
and How it Has Been Organized by Merchant Organi- 
zations in Various Cities, will Arouse the Interest of YOUR 
Merchants and Plant the Seed in YOUR City. It Will Ex- 
tend it to New Quarters, if it is written from that Point of 


View and with that Sole Objective ! 


THE NEXT NUMBER OF ELECTRICAL PROGRESS WILL 
BE AN ORNAMENTAL STREET LIGHTING NUMBER. It 


will Prove by Facts, Figures and Photographs the Benefit which 





the New Street Lighting Brings, both to Merchant and Munici- 
pality. Its Past Successes and its Future Possibilities will form an 
Appealing Argument to Arouse Enthusiasm for Brighter, Busier 
Streets. 


Send ELECTRICAL PROGRESS in June to all your Merchants, 
vour “City Fathers” and your prominent Business People. Arouse 
their Interest and Enthusiasm and Start a Popular Movement for 
Ornamental Street Lighting in your Business Districts. 


ELECTRICAL PROGRESS costs from 2 cents a copy under a 
Future Delivery Contract (vou order as you choose) up to 3% 
cents for 1000 — The contract saves money. 


Think this over and write for a contract! Past issues set the 
standard. Over 200,000 have been distributed by Central Stations 
in the past six months. 


17 Madison Ave. The Rae Company New York City 


Publishers 
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We Can Tell You How 
to Start a Special 
Street Lighting Campaign 











Jandus Luxolabra—Hamilton, Ontario 








NE of the big opportunities of profitable new business is the modern 
“Luxolabra system” of curb lighting. Merchants and municipalities 

both realize that “brightening up the town” means better business and better 
living conditions for all. @ We can assist you in planning a special street 
lighting campaign, giving you the benefit of our wide experience. We can tell 
you all the different methods and plans that have been successful in the sale of 


JANDUS LUXOLABRA 


and show you just how some of these various methods can be altered and 
adapted to fit your particular local conditions. @Do not hesitate because 
you think the proposition too big. You can start in a small way, if you 
choose, and the system will grow almost of its own accord. 








Let us tell you some of our experiences 
The Adams-Bagnall Electric Company 
CLEVELAND 


New York Philadelphia Pittsburg Chicago Atlanta 
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A Friend of the 
Central Station Plant 


The “National” is the Storage Battery which is going to 
interest central station men. 


In the first place, this Battery is structurally right and 
yields no precedence in service and economy. 


We have been doing a tremendous business with the 
railroads, for car lighting service. More “National’’ Storage 
Batteries are going into car lighting service every month than 
of any other make. This is a splendid victory for the 
“National”, to thus win over competitors in the face of the 
severest conditions which can be imposed upon a_ storage 
battery. It is a victory won by the rugged construction and 
economy of our battery. It is the ultimate value of the 
“National” which has crowded us to the limit to fill our orders. 


An evidence is that we have recently built at “Niagara 
Falls” a factory without a peer—designed to treble our manu- 
facturing capacity. Now we intend to push the “National” 
and make it the standard for every service just as it now is for 
railroad service. 


Qur organization is going to educate people to the 
superiority of the “‘Natinnal” and to the advantages of the 
electric vehicle. 

That’s the reason central station men are going to be 
interested in the “National. 


The United States Light and Heating Co. 


GENERAL OFFICES: 30 CHURCH ST., NEW YORK 


New York Buffalo Chicago San Francisco 
Boston Cleveland St. Louis Detroit 
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Selling Wiring by the Watt 


Mr. H. L. Parker’s Unique Sales Methods in Baltimore 


By Frank B. Rae, Jr. 


Who ever heard of selling wiring 
and lighting equipment by the watt? 
It sounds absurd—but it’s successful. 
And that is the answer to every ob- 
jection that can be raised against any 
sales scheme. 

The plan now in force in the Balti- 
more Gas, Electric Light and Power 
Company, for securing commercial 
lighting installations was developed 
by Mr. H. L. Parker, who bears the 
title, [lluminating Engineer, but who 
is in direct charge of all the company’s 
campaigns for lighting. Mr. Parker’s 
plan is not, as one might at first sup- 
pose, an effort to “be different”: it 
is the result of a deep and thorough 
study of commercial conditions, and 
a courageous and successful effort to 
evolve a short-cut method of solicita- 
tion. Underlying it is a most amaz- 
ing amount of analysis and statistical 
study: but its practical application 
is summed up in the one word 
Simplicity. 

Let us cite an example to show how 
the plan works out in practice: 

The solicitor calls upon a merchant 
and interests him in changing his 
old style equipment to a modern 
Mazda installation. He shows a va- 
riety of attractive fixtures which the 
Company is prepared to furnish and 
install. 

“How much?” says Mr. Merchant. 

Now, the solicitor has three prices. 
If the wiring is already installed and 
in good condition, the price is five 





cents a watt for fixtures, hanging 
of same, glassware and Mazda lamps, 
which last are maintained for one 
year: if the wiring requires slight 
repairs, switches, etc., the price is six 
cents per watt: if the entire wiring 
must be done, the price is eight cents 
per watt. 

Suppose the man’s store is 25 x 80 
or 2000 square feet of illuminated 
area. The solicitor endeavors to sell 
equipment requiring 2000 watts, as 
it is considered that one watt per 
square foot should be used under or- 
dinary circumstances. If the solicitor 
is successful in fixing this as the amount 
of current used, and if the wiring is in 
good shape, the installation price is 
2000 x 5 cents, or $100. If the wiring 
needs patching, the price is 2000 x 6 
cents, or $120. If the wiring must be 
done complete, the price is 2000 x 8 
cents, or $160. 

Having quoted the installation price 
the solicitor goes over the situation 
and recommends what he_ believes 
will prove a satisfactory equipment 
After the necessary discussion, the 
customer picks out the style of 
fixture desired (he has free choice 
of a very comprehensive line) and 
the solicitor proceeds to lay out 
the plans and details of equipment on 
a blank provided for this purpose. 

This blank form (Figure 1) is 
worthy of much study. It is the 
result of hard experience, and _ the 
Baltimore Company believes that it 
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is about as nearly fool-proof as any 
form can be. It has been revised 
four times. The solicitor is required 
to draw a careful plan of the store 
and to place each outlet accurately, 
this being readily possible because 
the lower part of the sheet is of 
cross-section paper which enables 
the solicitor to scale his drawing and 
keep all lines clean, even and straight. 

When the sketch and details are all 
properly entered up, the customer is 
required to,approve same. With this 
approvel secured the solicitor must 
report to Mr. Parker, who as illumin- 
ating engineer, checks up the instal- 
lation to see that nothing freakish or 
obviously unsatisfactory is done. If 
the plen is wrong, the solicitor has 
his work to do over, but this does not 
often happen more than twice with 
the same solicitor. If the plan and 
details are correct, the original is 
approved and is passed along to the 
Wireman. 
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And now the plot thickens. The 
Company’s own men do not make en- 
tire installations—they will patch old 
wiring and hang equipment, but all 
new wiring is sub-let to local contrac- 
tors. And the contractors tale the jobs 
on the price-per-watt basis! They are glad 
to get it, too, though Parker had his 
own troubles, at the first, trying to 
make them see it his way. The wiring 
jobs are sub-let at the rate of 2 1-2 
cents per watt. This covers only the 
running of wire in molding and placing 
of outlets for fixtures, meter and 
switches Veryrigid specifications are 
drawn oneach job, with blue prints show- 
ing methods of making joints, etc., and 
careful inspection insures the jobs 
being properly done. With the speci- 
fications, the contractor receives the 
solicitor’s original sketch and details, 
carrying the customer’s signed ap- 
proval, and the wireman is prohibited 
making any alteration, however slight, 


LAYOUT FOR STORE LIGHTING ORIGINAL 


DETAIL OF EQUIPMENT FOR LOCATIONS SHOWN RY SKETCH 
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from this layout. If the customer 
wants a change made, the wireman 
turns the job back and the solicitor 
is required to straighten the matter 
out. Sometimes this means that he 
must resell the customer, but in any 
event the job must be done as agreed 
in writing between solicitor and cus- 
tomer. No verbal understandings or 
eleventh hour changes of heart are 
permitted. 

The thoroughness with which the 
solicitor does his work is amazing 
until one analyzes the forms used. 
The “layout” form we have already 
shown: here is the contract form. 

The original of this form is a well- 
phrased contract (either lease or cash) 


112 X 9 30 Sots . ru 


MK. Rosen 


Consolidated Gas Electric Light and Power Co. of Baltimore . 
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necessity of interdepartment _ tele- 
phoning and consequent — delay, 
misunderstandings and exaspera- 
tion. 

Talk about system! And yet this 
whole bag of tricks is compressed into 
one small form 5 x 7 inches, attached 
to which is a stub 5.x 31-2. Of course 
the back of each form is utilized. The 
original contains spece for approval 
of the installation costs: the duplicate 
carries the schedule of time and labor 
necessary for wiring and the customer’s 
approval of the completed job; the 
triplicate is a report of the installation 
department telling what lamps, ares, 
motors and meters are set and con- 
nected, and what are recovered, if 
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attached to which {is{a bookkeeper’s 
stub giving information to the ac- 
counting department. The duplicate 
(Figure 3) contains the wireman’s 
and inspector’s reports, attached to 
which is a “lamp notice” which trans- 
mits all necessary facts to the lamp 
department. The triplicate is for 
the fixture department and has a stub 
for the teller; while the quadruplicate 
is a shop copy and the stub contains 
a memo. of the entire transaction for 
the customer. Each of these copies is 
complete and specific: each depart- 
ment works independent but in har- 
mony and at the same time: everybody 
who should know the exact status of 
the job, does know it, and without 
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any; even the back of the customer's 
stub is utilized to carry the advertise- 
ment of fans and signs on easy pay- 
ments. Certainly, it is the prettiest 
bit of business engineering—scientific 
management, if you please—that has 
come under my notice in many a 
day. 

But granting the cleverness, the 
fineness of detail, you will ask 
about results—pick flaws in the basic 
principle—show instantly that Parker 
has built a scheme of sawdust or sand. 
That is exactly what I thought, but 
after hours of fruitless questioning 
I was compelled to acknowledge that 
he has devised a winning system. 
Let us look at a few figures: 
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Results by Months of 2d Baltimore Tungstolier 
Campaign Beginning April 11, Ending 
June 30th, 1910. 


Month sole | 3 | No. of aoa vn Mentles 
tors | Sales | 100 Wt! 60 Wt Displaced 
April 16 91 | 170 418 383. 
May 16 92 | 212 374 453 
June 15 116 228 412 532 
Totals 299 610 | 1204 1368 


This shows that in the three spring 
months of 1910, each solicitor averaged 
19 installations a month, displacing 
28 gas mantles and substituting prac- 
tically one 100-watt lamp for every 
mantle displaced. 

In July the sales fell off, but in 
August they again picked up, and the 
average from August 1, 1910, to 
Feb. 1, 1911, was 52 sales per month, 
and the average installation being 
the equivalent of 6 7-10 60-watt lamps. 

In considering these figures it must 
be remembered that the men were all 
on regular territory and doing all sorts 
of work in addition to this  store- 
lighting. Also, it must be remembered 
that, of the 22 men employed in the 
course of the campaign, eight men 
signed up altogether only 25 contracts 
so that the average is low by reason 
of the comparative inefficiency of 
part of the force. 

Some readers will say that the same 
men, working on a“‘regular’ proposition 
could have done as well or better. 
Let us examine more figures. Prior 
to the adoption of the “‘wiring-by-the- 
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Consolidated Gas Electric Light and Power Co. of Baltimore 
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watt” idea, the Baltimore Company 
carried on an aggressive campaign 
with the same solicitors, the same 
line of fixtures and, as nearly as pos- 
sible, the same prices. This first 
rampaign began January 1, 1910, and 
continued to April 11—a _ space of 
exactly 100 days, including Sundays. 
The second campaign ran just 80 days, 
or 20% less. Ten of the solicitors 
worked through both campaigns with 
the following results: 


| No. of Sales Total Watts Sold 





Solici- | “1st ad | Ist l ad 
tor No. | campaign campaign | campaign | campaign 
] 15 54 | 5,860 17,860 
2 34 37 14,040 21,780 
3 5 30 2,220 11,000 
4 20 24 6,580 9.320 
5 25 23 8,280 11,800 
6 12 22 4,920 | 9,420 
7 5 19 | 1,580 9,100 
8 2s 16 10,380 6,460 
9 15 15 5,760 5,740 
10 10 13 $,200 8.080 
Total | 164 253 63,820 110,560 


One can juggle these figures to suit, 
but the evidence is mighty strong in 
favor of the new plan of work. And 
why? Parker says, ‘‘Simplicity.” 

The whole story is not told by 
these figures on contracts closed and 
lamps connected. We all know of too 
many cases where nice commercial 
department reports are somehow over- 
shadowed by adverse reports of kilo- 
watt output and load factor at the 
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plant. Because Baltimore is a com- 
bination company, the hard-headed 
men of money demanded to know 


whether Parker’s plan was a simple 
process of taking money out of one 
pocket and putting it in another—in 
other words, were not the new equip- 
ments simply supplanting old, with 
no profit to anybody but the wiremen 
and equipment manufacturers. Par- 
ker denied this, but an investigation 
was ordered. About 200 accounts 
were analyzed over a period of three 
years, and the analysis showed that 
the new high efficiency installations 
of Mazda lamps and Holophane re- 
flectors gave the Company over 40% 
more revenue than the gas and old- 
style electric equipments. 

Again, the subject of lamp main- 
tenance is one that has sent cold 
shivers down the backs of a good many 
otherwise courageous central station 
men. Between February 1, 1910, and 
March 1, 1911, the Baltimore Com- 
pany installed on these campaigns, 
3575 60-watt lamps and renewed 1573: 
it installed 1219 100-watt lamps and 
renewed 361. With reference to the 
cost of renewals, Mr. Parker says: 

“A feature of this campaign, which 
we believe is unique, is that when we 
take the order for the first equipment, 
we also provide for maintaining Mazda 
lamps for ever after at a rate per 
month determined at the time the 
first installation is sold. For instance, 
in the sample installation (Fig. 2) 
we charge 8c. a watt, total of $67.50, 
which includes the maintenance of 
the Mazda lamps used in this equip- 
ment for one year. You will note 
that this order provides for the main- 
tenance of lamps installed in these 
premises after the first year at the 
rate of 98c. per month. 

We are now going back over the 
old installations made previous to our 
determining this maintenance feature 
on installations after the first year and 
applying or attempting to get custo- 
tomers to sign contracts for our 
maintaining Mazda lamps. 

Our basis of price is 10% of the 
original price of the Mazda lamp itself. 
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Our prices for Mazda lamps are as 
follows :— 
40 watts...... .J0C 
60 watts...... ane .15C 
a .95¢e 
loW watts. ....... 1.40 
250 watts. 2.00 


(Bowl Frosted Lamps only) 

“The charge for maintaining Mazda 
lamps after the first year is based on 
an estimate of the life of the lamp 
in hours, the cost of the lamp, the cost 
of delivery to the customer’s premises, 
and the cost of washing once and clean- 
ing twice the reflectors in which the 
lamps are placed. It so happens that 
these maintenance figures are 10% of 
the cost of the lamp. This would not 
apply in other cities unless both the 
cost of the lamp to the Company and 
their established resale prices were the 
same as ours. However, this is an 
‘asy matter to work out for any city— 
the greater the difference between the 
cost of the lamp and the established 
selling price of the lamp, the less would 
be the percentage to charge for main- 
tenance.” 

As I have said before, the tendency 
of one examining Parker’s plan is to 
find as many flaws as _ possible, 
and the most amazing part is that the 
flaws vanish when you examine them 
under the microscope. There appears 
to be forty reasons why the scheme is 
visionary, foolhardy and ruinous, but— 

It sells electricity. 

It pays handsomely. 

It has raised the standard of both 
illumination and wiring. 

It makes a successful salesman out 
of a green solicitor in two days. 

It increases the Company’s revenue 
for all of its own displaced equipments. 

This article really is only a sketch 
of the plan. As developed by the 
Baltimore organization, every trifling 
detail from the original interview 
with the customer to the perpetual 
renewal of lamps and washing of 
reflectors, is taken care of with a 
thoroughness, promptness and_ lack 
of friction that is bewildering. The 


basis of this success—the thing that 
Simplicity. 


makes ita success, is 

















































Facts to Remember 

The membership of the Association 
is now over 7500 so that probably 
3500 delegates will be registered. 
Therefore, register by mail in advance 
if possible. 

While there are more hotels in New 
York than in any other city in America 
those hotels within easy access of the 
Convention are always comfortably 
filled. Therefore, make your reser- 
vations in advance if you expect the 
best accommodations. 

There is a lot to see in New York 
and it costs a lot of money to see it. 
Therefore, have a little extra cash “‘salt- 
ed”? where you can reach it in a pinch. 

The handling of this huge Conven- 
tion is a great strain on the Officers 
of the Association and they have been 
working under this strain for a month 
or more. Therefore, put your shoulder 
to the wheel and push; don’t stand by 
and criticise. 

The program calls for about eight 
hours per day of hard Convention 
work by the delegates. Therefore, it 
is “‘up to” each man to get into meet- 
ings promptly and not waste other 
peoples’ time. 

There are bound to be mistakes and 
misunderstandings, and everybody 
must expect to be a victim of some 
little contre-temps. Therefore, keep a 
sweet temper and don’t make others 
uncomfortable because you are. 

You can’t expect everybody to 
know you by instinct; also, some 
people are cursed with forgetfulness. 
Therefore, if you see somebody you 
think you know or want to know, 
brace right up to him with a smile and 
a glad hand. The way to win friends 
is to be one. 

Finally:—The men who are running 
this Convention are going to have 
their own troubles doing it. There- 
fore, leave your troubles at home. 


Calendar of the Convention 
May 30—Tuesday. 
Morning.—General Session Ist. 


Thirty-Fourth Convention National Electric 
Light Association 


New York, May 29—June 2, 1911 









Evening.—Public Policy Committee's Report 
on plan of Welfare Work. 

May 31—Wednesday. 
Morning—Technical Ist. 
Commercial! Ist. 
Accounting Ist. 

Afternoon.—General 2nd. 


Accounting 2nd. 
June 1—Thursday. 
Morning.—Power Transmission Ist. 
Commercial 2nd. 
Accounting 3d. 
Afternoon.—Technical 2nd. 
Commercial 3d. 
June 2—Friday. 
Morning.—Power Transmission 2nd. 
Commercial 4th. 
Technical 3d. 
Afternoon.—General 3d. 


A detailed program of the Com- 
mercial Sessions will also be found in 
the Portrait Supplement of this issue. 


Tentative Program of the 34th 
Convention 


Tuesday A. M., May 30. 


First General Session. 

Welcome to City. 

President Freeman’s Address. 

Announcements. 

Report—Committee on Membership—H. 
H. Scott, Chairman. 

Report—Committee on Progress—T. C. 
Martin, Chairman. 

Paper—Master and Men—Paul Lupke. 

Report—Accounting Committee—John L. 
Bailey, Chairman. 
(Referred to Accounting Session) 

Report—Committee on Overhead Line 
Construction—Farley Osgood, Chairman. 
(Referred to Technical Session) 


Wednesday A. M., May 31. 
First Technical Session. 
Report—Overhead Line Construction Com- 
mittee—Farley Osgood, Chairman. 
Report—Preservative Poles Committee— 
W. K. Vanderpool, Chairman. 
Report—Underground Construction Com- 
mittee—W. L. Abbott, Chairman. 
Report—Meter Committee—G. A. Sawin, 
Chairman. 
First Accounting Session. 
Report of Committee—Chairman Bailey. 
Paper—Tracing Store Room Material 
John T. Brady. 
Paper—The Purchasing Department—1 
W. Buxton. 


‘ 
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Paper—Advantage of a Job Cost System 
Alec. Holme. 
First Commercial Session. 
Address of Chairman George Williams. 
Report—Committee on Electricity in Ru- 
ral Districts—J. G. Learned, Chairman. 
Report—Committee on Power—E. W. 
Lloyd, Chairman. 
Report—Committee on Electric Vehicles 
J. T. Hutchings, Chairman. 


Wednesday P. M. 
Second General Session. 

Paper—Electrical Exhibitions—Louis A. 
Ferguson. 

Report—Insurance Expert—W. H. Blood, 
Jr. 

Report—Bulletin Question Box,—M. S. 
Seelman, Jr., Editor. 

Report—Library Committee—A. Williams, 
Chairman. 

Report—Solicitors’ Handbook—A. Wil- 

liams, Editor. 

Report—Secretary—T. C. Martin. 

Report—Treasurer—George H. Harries. 

Paper—Company and Company Section 
Bulletins—E. A. Edkins. 

Topical Discussion on the Work of the 
Company Sections. 

Appointment of Nominating Committee. 

Second Accounting Session. 

Paper—Handling Customers’ Orders—R. 
F. Bonsall. 

Paper—The Collection of Bills—E. J. 
Bowers. 

Paper—Electric Vehicle Accounts as Ap- 
plied to a Department of a Central Sta- 
tion Plant—Herman Spoehrer. 


Thursday A. M., June 1. 

Power Transmission 1st Session. 
Report—April Conference on  Govern- 
mental Control of Water Powers—Chair- 
man Doherty. 

Paper—Utilization of Central Stations for 
Supplying Electricity to Operate Railroads 
—Fred Darlington. 

Report—Protection form Lighting Com- 
mittee—B. E. Morrow, Chairman. 

Second Commercial Session. 

The morning will be devoted to an Execu- 
tive Session of the Members of the Com- 
mercial Section, when a number of import- 
ant matters will be discussed. 

Third Accounting Session. 

Paper—General Office Accounting—Frank- 
lin Heydecke. 

Paper—Depreciation—H. M. Edwards. 

Paper—The Extent to which a Tabulating 
Machine can be Usedin Accounting Work 

Wm. Schmidt, Jr. 


Thursday P. M., June 1. 
Second Technical Session 
Report—Committee on Prime Movers 
—]. E. Moultrop, Chairman. 
Report—Lamp Committee—W. F. Wells, 
Chairman. 
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Report—Committee Electrical Apparatus 
L. L. Elden, Chairman. 
Paper—Ventilation of Turbo Generators 
R. B. Williamson. 
Paper—Progress and Development in Self 
Cooled Transformers—H. O. Troy. 
Third Commercial Session. 
Report—Committee on Residence Busi- 
ness—Clare N. Stannard, Chairman. 
Report—Committee on Improved Wiring 
and Equipment Standards—M. C. Rypin- 
ski, Chairman. 
Report—Committee on Industrial Light- 
ing—M. S. Sloane, Chairman. 
Report—Committee on Electric Heating, 
Refrigeration and Kindred Appliance Sales 
F. H. Gale, Chairman. 


Friday A. M., June 2. 
Third Technical Session. 

Report—Grounding Secondaries—W. H. 
Blood, Jr., Chairman. 

Paper—Grounding Low Tension Circuits 

P. H. Lincoln. 

Paper—Recent Important Improvements 
in Single Phase Motors—W. A. Layman. 

Paper—Relation of Motor Load to Station 
Equipment—F. D. Newbury. 

Power Transmission 2nd Session. 

Paper—A New Method of Reducing the 
Investment in Central Station Boiler 
Plants—H. A. Wagner. 

Paper—Determining Cost of Production 
in Steam Properties Under Varying Con- 
ditions—George H. Walbridge. 

Topical Discussion on Methods of Operat- 
ing Transmission Systems. 

Fourth Commercial Session. 

Report—Committee on Electric Signs— 
EK. L. Callahan, Chairman. 

Report—Committee on Advertising—C. 
W. Lee, Chairman. 

Report—Committee on Competitive — II- 
luminants—H. J. Gille, Chairman. 

Report—Committee on Functions of a 
Sales Department—T. I. Jones, Chairman. 


Friday P. M. 
Third General Session. 

Report—Committee on Rate Research 
—John F. Gilchrist. 

Paper—Valuation of Properties as Re- 
lated to Rates—W. F. Wells. 

Paper—Reasons for Variations in Rates 
under Varying Conditions of Operation 

N. T. Wilcox. 

Paper—The Standardization of Electrical 
Selling—Douglass Burnett. 

Paper—Economies In Operation Possible 
Through Time Study—L. B. Webster. 

Report—Committee on Memorials—T. C 
Martin. 

Report—Committee on Form of Section 
Organization—Frank W.'Frueauff, Chair- 
man. 

Vote on Changes in Constitution. 

Report—Nominating Committee. 
Election of Officers. 
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The meeting place will be the United 
Engineering Societies Building, 29 
West 39th Street, New York. This 


is a large office building which houses 
a great many engineering and _ tech- 
nical societies, including the National 
Electric Light Association. 

It is understood that a large bul- 
letin will be placed in the lobby of the 


building upon which bulletin the 
names of the various speakers, their 
subjects and the particular hall will 
be posted as the meetings progress. 
In this way any delegate can arrange 
his schedule so as to hear papers in 
various parallel Sessions if desirable. 

The various halls are easily acces- 
sible and no one should have the 
slightest difficulty in finding exactly 
the Session he wants to attend. It 
is well to point out, however, that 
the delegates at this Convention 
cannot be “herded” into meet- 
ings as they were in Atlantic City 
and elsewhere, but must watch the 
calendar and hunt up the proper halls 
for themselves. 

Convention Entertainment 

Elaborate plans for entertaining 

the delegates and their guests have 
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been made. While many details are 
still to be settled, the essential fea- 
tures of the entertainment program 
will include:— 

The opening reception on Monday 
evening, May 29th, will be a prom- 
enade at the Hotel Astor, with a 
concert in the Roof Garden and 
Belvedere, and dancing in the main 
Ball Room. Provisions are made 
for about 2,000 persons. 

Another evening will be devoted 
to a theater party, for which three 
of the largest theaters have already 
been engaged, accomodating not less 
than 3,000. 

During the week there will also be 
a ball game between a team of the 
Brooklyn Edison or New York Edison 
Company and a team of the Philadel- 
phia Electric Company. In connection 
with the baseball contest, it is pro- 
posed that an Association cup shall be 
presented to the winning team. 

There will be an afternoon tea for 
ladies at the Plaza Hotel and probably 
a morning concert, as well as auto- 
mobile rides to points of interest in 
the city and vicinity. For those who 
play golf, six of the Metropolitan 
links have been secured to which free 
access and free transportation will be 
furnished. 

The convention will close on Friday 
afternoon to be followed by a meeting 
and dinner of the Sons of Jove at 
Coney Island. 

For Saturday, which is a_non- 
official day, the local operating com- 
panies invite all delegates who remain 
to make a tour of inspection of the 
largest generating plants on Man- 
hattan Island, including also the huge 
one of the Consolidated Gas Company 
at Astoria. This tour will be made by 
boat, and after the inspection a trip 
will be made up the Hudson, and in 
the evening a landing will be made at 
Dreamland, Coney Island, at an hour 
which will permit the visitors to 
see the brilliant and spectacular illu- 
mination of that famous seaside re- 
sort. 

After that the delegates will be 
allowed to go home. 
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OAUOAGE MADE 
BY ELECTRICITY 


|'H. C. Boehm Substitutes Electric | 
Motor for Steam in Manufac- 
ture of Sausage. 


| 


ELECTRIC FANS SAVE ICE 


' 
Are Used to Cool and. 
Dry Meat and to Lower Tem- 
perature in Cooler. 


Several Fans 


H,.¢€ 
and wholesale dealer in all kinds of 
high grade sausage, has recently} 
doubled the size of his plant at 210 
Belleview street 
at least 35 





and turns out daily 
per cent more meat be- 
cause of electric power installation in 
place of the former steam plant. 
Several meat grinders, mixers and 
a sausage machine are now operated ; 
by a line shafting driven by a large 
motor. After the meats are cooked | 
the same are carried on an overheated | 
truck through a narrow passage where ! 
they are cooled and dried by several 
Jarge electric fans, | 


| 

| 

| 

| 

Boehm, who is siaseslnsaliiaia 
| 

| 

| 

| 


Mr. Boehm, in an interview with a 
Herald-Leader representative, stated 
that in the past much meat was spoil- | 
ed because of the heat, and on a sug- | 
gestion from the power department | 
of the loes! Traction company the | 
electric fans were installed. 


During the extreme hot days of the 
last tw? weeks, much ice was used in 
the coc.er, a steady stream of water 
flowins; from the refrigerator. A 
couple of 16-inch electric fans were} 
placed in the cooler as an vy gp 
and the result is that about 40 per) 
cent of the ice was saved 
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No. 1 

This item appeared last summer 
in the Menominee (Mich.) Herald 
Leader. Mr. John H._ Peterson, 
Manager of New Business Depart- 
ment for the Menominee and Marin- 
ette Light & Traction Co., furnishes 
the following photographs and data: 
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“During one of 


was almost 


current of air in cir- 
culation and prevent 
the warmer air from 
remaining at the top 
where the ice was 
packed. He acted 
at once, and after 
three days’ experi- 
ment came in and 
told us that he was 
saving at least one- 
third of his ice. 
“This installation 
is an interesting one, 
and should have sug- 
gestive value to 
other central station 
men. The _photo- 
graphs are the best 


description I can 
give. The first 


photograph (No. 1) 
shows a 16-in. ac. 
fan set on the base- 
ment floor of a 
cooler. Inthe rear 
of the fan isan outlet 
10-in. x 18-in. which 


SELLING 





the 
when the thermometer was hovering 





impossible 
keep ice in his cooler. 

that he install a number of 16-in. fans 
on the floor of the cooler to keep a 
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hot months opens into the main cooler, and above 


this is a bed of ice 8-ft.deep. In the 


around the 100° mark,” says Mr. ceiling of thiscooler there are 2-in. x 4- 
Peterson, “one of our consumers, a in. air outlets, which are not visible 
butcher, made the statement that it in the picture. On the morning of 


July 21st, we turned on 
this fan for 45 minutes 
and the temperature 
dropped 18 degrees. 
The No. 2 picture does 
not do justice to the re- 
sults obtained, as_ it 
shows only the extreme 
end of a narrow passage 
where several racks of 
sausages are dried and 
cooled by the electric 
breeze before being 
placed in the cooler. 
The proprietor claims 
that heretofore a costly 
proportion of his sau- 
sages have been spoiled 
during the hot summer months, be- 
cause of being placed in the cooler be- 
fore the casings were entirely dried. 
He says that the fan saved him at 


H. C. BOEHM 


MANUFACTURER OF ANU WHOLESALE DEALER IN 
ALL KINDS OF HIGH GRADE 
SAUSAGE 


for him to 
We suggested 


Menominee, Mich. June 21, 1010+. 


M. & M. Light & Traction Co. 
Mafn Street, 
City. 


Gentlemen: 


Permit me to say a word about my recent Electric 
Power installation. 


For a@ number of years I have been operating my 
plant with steam at a cost of approximately $325.00 
per month. 


Some six months 
called on me in the interest of Electric power. 
particular argument wes that he could save me 
money, an@ give better service. Aftér several 
visits and discussions, | consented to make the 
change-<----- and, gentlemen, it is the best thing 
I have ever done for my business, as I find my power 
costs have-been reduced fully 90 per cent. Besides 
economy:and the convenience obtained, I have il- 
liwinated the smoke and dust as well as the fire 
riak. | can also state that with electric, power | 
am able to turn out at least 30 per cent more work 
each day. I now have a sanitary shop. 


ago your power representative 


His 


Thanking you for your interest in my power 
problem, 


Yours truly. 


“£2 


) 
Moehan. 
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least $200.00 last sea- 
son from the amount 
usually lost in spoiled 
meats. 

“Picture No. 3 shows 
the 10 hp. motor and 
compensator. This 
equipment has reduced 
the power bill 45 per 
cent since it was in- 
stalled some six months 
ago. Picture No. 4 
shows the line shaft and 
driven machines in the 
grinding and mixing 
room.” 

After giving the in- 
stallation a thorough 
trial Mr. Boehm wrote the company of ammunition for any central station 
the accompanying letter of testi- salesman who is endeavoring to inter- 
monial, which is certainly a strong piece — est a similar prospect in electric power. 
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Map for Home Hunters 
A. W. YOUNG 
General Electric Inspection Co., Newark, N. J. 


The central station can very easily establish itself as headquarters for 
home hunters, and secure much desirable publicity through the close and 
friendly relations which it will build up. 

Place upon your office table within access of the general public, a complete 
city map, such as is used by the fire insurance companies, showing street and 
building locations. Make up a complete schedule of each page, showing 
empty houses, apartments and factories wherein light or power, or both, has 
been or can be supplied, giving landlord’s or agent’s name, rent, floor space, 
and any other desirable information that a prospective tenant may wish. This 
information can be kept up-to-date by the district canvasser without entailing 
any more labor than necessary to keep up the office data file. 

These maps can be advertised and it will soon be known that the place 
to go to find out what is available is the “electric light office.” 


Promoting New Business* 


What the New Business Department is Really Supposed to Accomplish 


By T. P. Pinckard, New Business Manager Peoria Gas & Electric Co., Peoria, III. 


All of you have read so much upon 
the subject of promoting new busi- 
ness, that I can add very little of 
really keen interest. My word of 
advice is that you judge well your own 
conditions and be slow to attempt a 
solution of your troubles via the com- 
plicated routes laid out by some busi- 
ness managers, routes that have many 
times come close to laying them out. 
It is the general cumbersomeness of 
these departments that I most object 
to—the heavy system of the thing. 
Some of our new business department 
enthusiasts, with all their card indexes 
and such, seem intent on making a 
big job of detail out of a little one and 
a little job for a good man out of a 
big one. 

Mr. Webster, the man who invented 
the English language, said, a hundred 
years or so ago, and it is still generally 
believed, that a promoter is an encour- 
ager. I don’t quite see what right 
any of us have, or why the desire, to 
dwarf the meaning of the term. If 
you are really a new business encour- 
ager get out in front where the crowd 
can see you do your tricks. You can- 
not stimulate business by hiding be- 
hind your card file all day long. About 
the only system in the place necessary 
for you to take care of is your own, 
and plenty of hard work out on the 
job will keep your heart a-pumping 
and your liver a-doing whatever it is 
meant to do, and when you come back 
to the dungeon with the contract in 
your pocket just chuck the card file 
into the fire box—it’s good fuel, too. 
A cubic foot of case and cards will 
average quite a few B. T. U’s. You 
catch my idea anyhow. It takes very 
little system to place a gentle little 


*Abstract of Paper read before the Illinois State Electric 
Association 


kilowatt with some good family to 
raise. 

Another popular fancy that I want 
to take a rap at is the continued prac- 
tice of putting out on free trial such 
current consuming devices as toasters 
and irons. This hole in the roof has 
been there for so long that we have 
long ago gotten used to it. Of course, 
it had to be there while the house was 
being built. but now that it is done 
let us put on a good lid. In a virgin 
field it pays to spend time and money 
to introduce—possibly by circus meth- 
ods—an inexpensive article that will 
increase the current consumption in 
the residence districts, but we don’t 
have to keep a big show going on all 
the time, continually featuring one 
big act. As to featuring electric curl- 
ing irons, our saleslady says they will 
never be a popular article so long as 
women can buy their hair already 
curled. 

I have not seen many actual figures 
covering the efficacy of an iron or a 
toaster campaign, but one central 
station recently boasts of a 42 per 
cent sales factor as the result of a free 
trial plan. This figure does not im- 
press me as being nearly high enough 
to warrant the continuance of the 
campaign on the free trial basis, unless 
it is that they are now introducing the 
article for the first time. I should 
like to see a careful comparison of the 
profit and loss items under a sale con- 
ducted on this basis, including the 
expenses incidental to the scheme and 
the depreciation of the 58 per cent 
returned, which no doubt, had been 
much used and abused and this dollars 
and cents result compared with the 
results of a direct and dignified sold- 
to-stay-sold plan as energetically pur- 
sued. It is not to be denied that 



















































Soasacien a alate 


ait 


ca aie 




















g 








May, 1911 





SELLING 






special periodical sales bring excellent 
results and should be conducted. 

Mr. Doherty remarked in 1902 that 
we had not vet reached the commer- 
cial age, and he predicted that within 
five years we would almost lose sight 
of engineering matters In operation 
and distribution in our eagerness to 
increase our sales. He said that our 
earnings through economy of operation 
have well-defined limits, but that the 
possibilities of increasing our revenue 
by developing our market have a 
much wider range. It seems to me 
that Mr. Doherty's prophecy has 
long ago come true, but that in the 
rush with which it came our momen- 
tum has carried us way beyond the 
point at which our group should have 
begun to limit the extent to which we 
could go to secure business. In other 
words, while the economy of operation 
has well-defined limits and has care- 
fully been brought close to the desired 
figure, the new business departments 
have in many cases been permitted to 
indulge themselves to their heart’s 
content. There is no well-defined 
limit as to what amount of new busi- 
ness must be secured with a certain 
expenditure, and there never will be 
for obvious reasons, but it is an open 
question as to what percentage of the 
amount received from new _ business 
secured in consequence of an energetic 
campaign should be used to keep up 
the good work. It should not be an 
expensive necessity, this promoting 
of new business. A true promoter 
takes pains that it shall not be. He 
furnishes the ocean if you will furnish 
the ships. After all is said and done 
about the new business departments, 
with its records and advertising and its 
iron campaigns, we have got to admit 
that the man on the job is the most 
important factor and that personal 
solicitation brings the greatest good. 

Most companies maintain a display 
room, the object of which, so they 
state, is to show and sell to the towns- 
people the various kinds of current- 
consuming appliances. Of course, we 
all know that the real object of any of 
the company’s departments is to assist 
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the company in making money, but 
almost the first step the new business 
department takes, that is, those of us 
whose salesroom is handling a quan- 
tity of various kinds of material, is to 
come so close to losing money on this 
feature that if it were our own shop we 
would soon be tempted to take a brand 
of Fate to make insurance doubly sure. 
It is the result of selling too close to 
cost. We should and can make a 
good sustaining profit on the goods we 
sell, and my experience has shown me 
that the increased current consump- 
tion we are striving to bring about 
will not suffer because of this policy. 

The new business department is 
unquestionably the most important 
factor in popularizing the company 
in the eyes of the general public, and 
the wider awake and the more pro- 
gressive along dignified lines it is, the 
better will the company be regarded at 
home. We are engaged in an inter- 
esting line of work and the possibilities 
are enormous, but it requires a little 
more than the mere shaking = of 
the tree before we can gather the 
plums. 


Demonstrating House Equipment in 
Minneapolis 

As a part of their regular early spring 
campaign for residence lighting, the 
Minneapolis General Electric Com- 
pany has distributed a very interest- 
ing booklet containing floor plans and 
lighting arrangements for several model 
cottages of various size and construc- 
tion. In each plan, the proper dis- 
position of fixtures, switches, base- 
board receptacles, ete., are shown. As 
a further demonstration the company 
had on exhibition at the recent Min- 
neapolis show a model home, wired 
and arranged according to the best 
practice. While built on a small scale 
every detail, including outlets, switches 
etc., was given careful consideration 
and the demonstrators were able to 
show convincingly the advantages of 
electricity in the home. The installa- 
tion was shown in actual operation 
and proved of great benefit to the 
company. 
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An Interesting Development in 
Excelsior Springs, Mo. 
The Local Central Station Campaign for Signs 
and Street Lighting with Active 
Assistance of the Merchants 
Excelsior Springs is a town of 4000 
in Missouri. In January 1910. the 
local central station, the Excelsior 
Springs Light, Power, Heat & Water 
Co., changed hands and began an 
active campaign for sign, window and 
decorative street lighting. This con- 
sisted of advertising in The Excelsior 
Springs Daily Call and the Daily 





Electric Signs Ordered 


Since January Ist, 1910 








Snapps Hotel, 
1. F. Hyder, 
Buck Bros., Sulpho-Saline Pavilion, 
Candy Kitchen, Noah, Dry Cleaner, 
Holly Beauty Parior, Johnson & Coulis, 

J. C. Shelton, The Maples, 

The Light Co., R. W. Pack & Co. 


Hall & Hall, 
J. D. Ford, 








We would like to add YOUR name to the list. 


Phone 73. THE LIGHT CO. 











Journal, and much personal solicita- 
tion, the endeavor being to interest 
the local merchants in the 
part that illumination is 
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ance were for one and two-year terms 
to be shut off at 11 p.m. Meanwhile 
seven gasoline plants had been re- 
placed by Mazda installations. 

On May 12th this ad was published, 
for the number of window lighting 
contracts had grown to 20. By July 
Sth there were 22 new signs and the 
new tungsten window lighting installa- 
tions numbered 38, the new ones all 
being on two-year, 11 o'clock con- 
tracts, and meanwhile the company 
advertised from day to day the prog- 
ress of the campaign and the Daily 
Call and the Daily Journal took up the 
good work and lauded the progressive 
merchants who were transforming 
Excelsior Springs into a live, bustling, 
modern, wide-awake little city. 

By this time, a ““White Way” move- 
ment had been started and on the 
night of June 9th the first installation 
was turned on, and 14 decorative iron 
posts were burning on a block 150 
feet long. Within a month, material 
had been ordered for the adjoining 
block, and the third block was signed 
for. (The city council had contracted 
for additional lights to be erected 
before the City Hall and on the bridge 





playing in the development 
of other cities and build 


up a “boosting spirit” in Johnson & Son, ou) a ae 11 o’clock 
Excelsior Springs. Sam Huey, windows SSS Saree 11 o’clock 
; Bill Sisk, windows and sign ......................cscccceeeeeees 11 o’clock 

April 20th, the above ad- Buck Bros, windows and sign....................sccccccceeeeeee 11 o’clock 
vertisement appeared = in Montezuma Bath, outside light and sign....................11 o’clock 
double column space in Clay —— Bank, 20 outside lights........................ 11 o’clock 
: * eee eee ROCHE SRUMIUON, WP MMNI WIE 56 5c se ccsics) codes. ssssseseccavespouvveceeee 11 o’clock 
the local es, aia I wer tec 1" Flanders Dry Goods Co., windows....... .....11 0’ clock 
signs had been signed for The Arcade, G. F. Moseley, windows... ...11 o’clock 
and were under construc- H. Perrett, meats, windows ... ....11 o’clock 
tic ym. At the same time Davis & Shelton, windows ; ...11 o’elock 
much effort had been direct- J. C. Shelton, real estate, windows. seseeeseueeeeLl O'Clock 
ad “tail: Aeiintie -salailiian Di WWs, SOOT; MORES SWITRIGNS, «550.52 0005 5c ccsesusscencaseeeen 11 o’clock 
ed toward better window Pack & Co., furniture, windows .... ae 12 o’clock 
light ing, and at the time Rardin & Son, groceries, windows . ..12 o’clock 
this ad was inserted 17 Basket Grocery, WindOWS................cccccccesecceeseseceveeee 12 o’clock 
business firms had alreadv E. T. Ashby, Dew Drop Inn, windows...................... 12 o’clock 
enhiied tata, cobiioshs nA DeHoff & Thurman, windows............. ......scccsccssesee 12 o’clock 
: ia ine Doniphan, drugs, signs and windows ........................ 11 o’clock 

Mazda installations. The | Noah, French Dry Cleaner, sign and windows........... 11 o'clock 
company undertook to turn The Light Co., sign and window...................ce:e000+- 12 o’clock 


Count them! New window lighting contracts. 
Y Eleven o’clock and midnight the year round 
| FOR YOUR BENEFIT! 





off the lights. Five of 





these contracts were for 
one year with light — till 
midnight, and the bal- 





Each ofthese outside lights and window lights helps the town, 
makes life’s walk easy for you at night. Remember every one 


appreciates this kind of municipal boosting. Get your name on 
the list. 


THE LIGHT CO. Phone 73. 
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across the river, and a number of prom- 
inent business men were working hard 
for more light, the largest property 
holder having publicly declared his 
intention to have them even if they 
cost him $40.00 a month for his front 
footage. ) 

By the first of January, 1911, Ex- 
celsior Springs boasted a total of 29 
signs, 47 Mazda window lighting in- 
stallations on contract and 538 Mazda 
street lights installed and burning, an 
example of what consistent, purpose- 
ful hustling can accomplish in even 
as small a city as Excelsior Springs. 
Mr. V. B. Stone, the manager of the 
commercial department, in talking of 
the methods he had employed in this 
development said, “It has heen my 
policy in working up this street light- 
ing to take no credit for the initiative, 
and to be unknown in it as much as 
possible, giving the credit to the most 
influential man in each block that I 
can get interested. For instance, as 
soon as the new mavor was installed, 
I interested the outgoing mayor in 
lighting his block, and when, in a con- 
versation, he said he thought it a good 
thing I asked him why he didn’t push 
it and get the credit for starting some- 
thing new. 

“I drew up plans and a contract 
for him and ‘went along’—as_ I 
explained to him—merely to as- 
sist with the illuminating end of it 
and to assure the other business men 
that we were doing it to help the 
town. 

“We got the signers easily and as 
each would sign, we took the whole 
bunch along to see the next man. I 
then had the papers print a story, giv- 
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ing the business men credit for being 
alive and up-to-date, and they got all 
the publicity, with the result that we 
had a number of business men working 





Before the Campaign Began 


on each block in the down town dis- 
trict, each trving to beat the others to 
the next installation. 

“We are installing the 60-watt 
Mazda lamps, spaced 20 feet apart on 
a pole that places the lamp 13 feet 
above the curb. These recent photo- 
graphs give a good idea of the ef- 
fect this new street lighting has 
made. 

“The town has responded to its influ- 
ence and the merchants are more than 
satisfied with the increase in trade 
which has developed. 

*“\ movement is now under way 
to place 100-watt lamps out Dunbar 
Avenue from the business district to 
the Chicago, Milwaukee and St. Paul 
depot, a distance of one mile, and if 
we can secure a little assistance from 
the railroad, we believe this will be 
accomplished.” 





The “White Way” of Excelsior Springs 


Electric Shows in the Small Cities 


The Story of The Danville Electrical Show, and What It Did 


By J. E. Johnson, General Superintendent Danville Railway & Light Co., Danville, Hl. 


It has undoubtedly occurred to 
every central station man who has 
attended any of the electrical exhibits 
given annually in the Coliseum in 
Chicago, that such an exhibition, to 
which the customers and prospective 
customers of the Commonwealth Edi- 
son Company have access, must be of 
vast value to that company. Every 
man from the smaller cities of the 
stale is apt to think that if he could 
only get his people up to that show or 
could get the show down to his people 
he could accomplish wonders. 

In Danville last summer we decided 
that, as an experiment, we would give 
some sort of a little show and that 
whenever we could find a small busi- 
ness room vacant we would get togeth- 
er a line of heating appliances and a 
few gas stoves (for we are also in the 
gas business) and open the doors. 
The more we thought about it the 
more enthusiastic we got, and new 
ideas kept suggesting themselves. In 
order to help make a showing we de- 
cided to ask two of the most promi- 
nent of the local supply men to ar- 
range booths and exhibit any appli- 
ances they cared to so long as they 
used electricity or gas. We rather 
timidly asked one or two manufac- 
turers to lend us some appliances and 
found that they seemed perfectly will- 
ing to do so. Next we fortunately 
found that we could get possession of 
a large room that had just been vaca- 
ted on the busiest street in town, a 
room fifty feet wide by one hundred 
and fifty feet long which as usual had 
two large show windows in front. So 
far it had all been so easy that we con- 
cluded that while we were at it we 
might just as well have an exhibition 
that would be on a large scale for a 
town the size of ours. 

If you stop to think about it there 
are not so very many different kinds 


of appliances exhibited at an electrical 
show in any of the big cities, especially, 
if articles that are only of interest to 
the electrical trade and mean noth- 
ing to a central station’s customers are 
eliminated. Many of the booths at 
these big shows are practically dupli- 
cates of others. We therefore set out 
to get, so far as possible, one exhibit 
of each appliance that was ordinarily 
on exhibition at the large shows. We 
could not have a lot of complicated 
machinery running, of course, as was 
the case on the Commonwealth Edison 
Company’s exhibit at last winter's 
Chicago show, but it is not a difficult 
matter to borrow a couple of small 
machines of some description and run 
them with motors. So far as_ the 
general public were concerned we 
thought that they could see that elec- 
tric power is a clean, convenient way 
of driving machinery and would nat- 
urally conclude that it is applicable 
to almost any machine. Moving ma- 
chinery, by the way, seems to have a 
fascination for many people. They 
like to watch the wheels go round even 
if they do not know what work they 
are doing. Several motors of different 
sizes, belted in tandem, with one 
small motor driving the larger ones 
make an exhibit that attracts atten- 
tion, 

We offered space to everybody who 
handled anything that we wanted and 
agreed to pay the rent of the room used 
for the exhibition, for the general 
decorations, and to furnish free cur- 
rent. We decided that it would be 
well to make the decorations a prom- 
inent feature. It seemed that a 
scheme of decoration that would strike 
people as effective the minute they 
entered the doors would make them 
think they had seen something worth 
while even if nothing else interested 
them. Our aim in decorating was to 
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get something that would appeal par- 
ticularly to women. We, therefore, 
decided to use artificial foliage, 
and if possible, get a sort of garden 
effect. 

We had our men build some wooden 
columns about ten feet high with rows 
of sixteen candle-power lamps on each 
of the four corners, and wooden crosses 
at the top equipped with high candle- 
power lamps, four pointing down and 
one up as is ordinarily the case with 
the electrolier posts now being installed 
so generally. We daubed the col- 
umns over with white water paint to 
give a suggestion of white stone, put 
green and white paper shades of the 
ordinary kind used by decorators to 
resemble the petals of flowers on all of 
the lamps and put large round globes 
on the larger lamps at the top. We 
nailed these columns to the floor 
around the sides of the room about 
twelve feet from each wall and about 
twenty feet apart. Some small white 


posts in between and gilded manila 


ropes fastened between them and the 
columns made the booths. We made 
a number of crosses from small wooden 
strips and suspended them from the 
ceiling at the proper intervals. From 
ach of these we hung with lamp cord 
five 100-watt lamps and covered the 
entire fixture with foliage. After the 
natural light was shut out and the 
electric light turned on the effect, we 
thought, was much better than could 
have been obtained by using red, white 
and blue bunting or any similar dec- 
oration. 

It cost only a few dollars to paper 
the background of the two show win- 
dows, one with paper suitable for a 
dining room and the other’ with 
glazed paper imitating tile for a kitchen. 
In the windows we put attractive fur- 
niture that we borrowed from mer- 
chants, who were glad to lend us any- 
thing, provided a small card was dis- 
played giving their names. We called 
one window an electric dining room. 
A dining table was set for breakfast, 
and with the customary china, silver 
and glassware, we had on it a coffee 
percolator, cereal cooker, toaster and 
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broiler, intending to give the impres- 
sion that an entire breakfast could be 
prepared with electricity. On the 
sideboard we put a chafing dish and a 
tea kettle. The other window 
fitted up as a model gas kitchen. 

Inside, in addition to a complete 
line of gas appliances, we had on exhi- 
bition in different booths every kind of 
electric heating appliance that we 
could get hold of. We had a brand 
new electric brougham and a mercury 
rectifier charging set which we ran 
continuously with the case off because 
we thought the peculiar light would 
attract attention. We also had a 
compressed air water pressure system 
that was operated automatically with 
a motor, a coffee roaster, coffee grinder 
and meat chopper, all of which were 
driven by motors, a few vacuum 
cleaners, some electric washing ma- 
chines, an electrically driven Simplex 
ironing machine, some soldering irons, 
electric drills, electric irons, fan 
motors, vibrators and curling 
irons 

The supply men, in addition to the 
other appliances they handled, ex- 
hibited quite a line of attractive fix- 
tures, the lamps in which were kept 
burning to add to the decor- 
ations. 

The Burroughs Company had several 
motor operated adding machines and 
the National Register Company elec- 
trically operated register. One of the 
sewing machine companies was glad to 
furnish machines and a girl to demon- 
strate. A couple of boys toasting 
bread and popping corn attracted 
attention. An exhibition of a Tel- 
electric piano by a local piano firm 
furnished a little music. The work 
that could be done with vacuum clean- 
ers and electric irons interested many 
people. 

The local telephone company was 
glad to participate, and, aside from 
a booth exhibiting different — tele- 
phone appliances, installed telephones 
in every booth in the room, as well as 
in a public telephone booth. They 
had in service a small inter-communi- 
cating switchboard that was connected 
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to their main board, and the girl oper- 
ating it gave any of the visitors a free 
connection to any telephone in town. 
One of the telegraph companies asked 
for permission to put in an instrument 
and operator for the purpose of posting 
base ball scores, ete., on a bulletin 
board. A wireless telephone that we 
borrowed also attracted attention. 
Some of these things, vou will note, 
had no connection with our own 
business but they were operated by 
electricity, helped fill up space and 
added to the interest of the exhibi- 
tion. 

We ran this exhibition for eight 
afternoons and evenings, and sincerely 
believe that the greater part of the 
adult population of our town of thirty- 
five thousand inhabitants visited it. 
To attract the attention of passers-by 
we used an arc headlight as a search- 
light on the roof of the building. We 
had in front of the building a waving 
flag sign and a couple of electrolier 
posts that were a new thing there at 
that time. All of our solicitors, and 
as many of our office force as could be 
spared, were always on duty, and if 
anybody seemed at all interested in 
any article it was immediately explain- 
ed and demonstrated to him. We 
had a liberal supply of attractive fold- 
ers, booklets and calendars, that were 
furnished by manufacturers and ad- 
vertised appliances that we had for 
sale, and gave them out to the people 
attending the show. 

Aside from the time of our own em- 
ployees we spent something over three 
hundred dollars on this exhibition, 
about a third of it going to the news- 
papers for advertising. It is, of course, 
impossible to determine the direct 
results that were obtained, but we 
believe we were fully repaid. We 
know that in that room a number of 
gas stoves were sold, quite a few irons 
were sold, a number were put on trial, 
and quite a few vacuum cleaners and 
other appliances were sold. We _ be- 
lieve that the lamp posts in front 
helped create an interest in that kind 
of lighting, and that a couple of dark 
booths that we had fitted up, show- 
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ing the difference between good and 
bad glass shades and the difference in 
light obtained from dirty lamps with 
dirty shades and clean lamps and 
shades, helped educate our merchants 
that their glassware must be good and 
must be kept bright and clean if they 
are to get the best results from their 
tungsten lighting installations. We 
are quite sure that the majority of the 
visitors saw something that interested 
them and that they talked about those 
things afterwards. It is natural to 
assume that at some future time these 
people may feel the need of some 


appliances that they saw exhibited’ 


and will know what they want and 
where they can get it. Also, that the 
printed matter that was carried away 
from the showroom will have some 
effect. 

The public seemed to _ believe 
that the exhibition cost much more 
than it did and gave our company 
credit for being public-spirited and 
progressive. The merchants appre- 
ciated it because it brought a great 
many people down town that week. 
The fact that it was absolutely free to 
anybody who cared to enter the doors 
appealed to the people, although of 
course, in a very large city it would be 
impossible to throw the doors open to 
everybody. 

It is our opinion that such an exhi- 
bition will be a profitable investment 
in almost any town of several thousand 
inhabitants or more, and that the 
returns will exceed those obtained 
from an equal expenditure for solici- 
tation or advertising in the ordinary 
channels. The exhibitions in small 
towns can be put on in a small way 
and still be very interesting to the 
inhabitants. As a general proposi- 
tion the expectations of people seem 
to keep pace with the size of the com- 
munity in which they live. We hardly 
believe that it would pay in most 
towns to repeat such an exhibition 
every vear, but we do believe that it 
could be given profitably once every 
two or three years as new appli- 
ances are developed and put on the 
market. 
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The Elmira Curb Lighting 





How the Christmas Display Lighting was Made Permanent 


By A. R. Wager. Manager Commercial Dept., 
Elmira Water, Light and Railroad Co.. 


Elmira 


In the city of Elmira, N. Y., for the 
past three years the merchants have 
banded together at Christmas time 
and through the co-operation of the 
Elmira Water, Light & Railroad Com- 
pany have installed temporary arch 
and festoon street illumination to add 
to the atmosphere of Christmas gaiety 
and attract Christmas shoppers from 
the surrounding towns. The details 
have been handled through the organi- 
zation of the Business Men’s Associa- 
tion. 


N. ¥. 


stalled in time to do much good during 
the Christmas shopping weeks. But 
the Association Committee was made 
up of the right material, men who 
appreciated the task they had ahead 
of them and then went about it to win. 

I made it my duty to gather data 
together to enlighten them in regard to 
designs, prices, delivery, ete., and I 
decided, that as there wasn’t a minute 
to be lost, IL had better visit some of 
the manufacturers and secure this 
data rather than trust to writing for it. 





How Elmira Looks Today 


This vear a movement was started 
well in advance looking towards the 
institution of a permanent system of 
decorative street lighting throughout 
the business centre of the city. On 
November first, I attended a meeting 
of the Business Men’s Association 
called to talk over the matter of again 
lighting the streets for the Christmas 
shopping weeks and to devise some 
scheme to draw the people downtown. 
It was at this meeting that it was de- 
cided that it would be a good idea 
to investigate a permanent lighting 


scheme, but as it was already so near 
Christmas, there was some doubt as to 
whether we could get the lights in- 


By the time I got this data, which was 
just three days later, the committee 
had made headway enough to know 
how much money was in sight, which 
was within a few hundred dollars of the 
amount needed to pay for the posts. 

Four days from the day of our meet- 
ing, | had all data in shape and was 
able to tell them how much money 
would be necessary and just what 
could be done. 

The money was raised by the Busi- 
ness Men’s Association, not on a basis 
of frontage, but was left largely to the 
generosity of each merchant, the more 
prosperous paying possibly a larger 
subseription than the smaller concerns. 
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If some “cantankerous customer” re- 
fused to join in the movement, they 
passed him up. The money was prac- 
tically all paid down before the posts 
were installed, though a few of the 
more skeptical withheld their support 
until the system was complete and 
they could see the effect. Only in a 
very few cases was the Business Men’s 
Association asked to make an install- 
ment proposition. 

The Association bought the posts, 
the Elmira Water, Light & Railroad 
Company contributed the expenses of 
installing and connecting them with 
the first installation of lamps, and the 
system was turned over to the city 
with the agreement that the lights be 
kept burning every night in the year. 
Our company at the same time will 
maintain all breakages. 

The first order was for 2332 posts 
and about December 10th they com- 
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menced to arrive and the construction 
work began in earnest. Then the 
merchants on some of the streets that 
had not been canvassed made a stren- 
uous kick to the committee and the 
result was an order for 28 additional 
posts. The original order was erected 
and connected on December 20th and 
the additional order was connected 
just a few days later. This made an 
installation covering 12 1-2 blocks. 

The posts are of Ionic design, each 
mounting three 100-watt series Mazda 
lamps. The standards are placed on 
both sides of the street at distances of 
about 60 feet and the resultant illumi- 
nation is very efficient and most pleas- 
ing. The total cost of the installation 
figured about $50 per post, that is, by 
taking the price of the posts as pur- 
chased by the Business Men’s Associa- 
tion, plus the installation expense con- 
tributed by our company. 


A Hunch for Fly-Time 
MALCOLM H. BAIRD 


General Electric Co., Chicago, III. 


During the time when flies are troublesome restaurants, candy stores, bakery 
shops, and the like can keep all flies away by placing just in front of the door a 


ceiling fan. 


It will repulse every fly that tries to enter the door and the steady 


current of air that will be drawn out ofthe door will gradually remove every flyin 


the room. 




































these corporations, 


majority have been earnestly striving embarrass these corporations, finds 
to effect a better understanding with only in their political — alliances 


their communities. 
It must be ac- 
knowledged, how 
ever, that these ef- 
forts have not al- 
ways been well di- 
rected, nor have 
they been generally 
successful, for there 
are today few com- 
munities in the 
United States that 
can be said to 
have a due regard 
for the rights of 
the public utility 
or a proper con- 
ception of its prob- 
lems. 

Not only has 
the public been in- 
clined to view 
every act of these 
concerns with sus- 
picion, but so hos- 
tile is the senti- 
ment in many 
places that cam- 
paigns of aggres- 
sion have been 
undertaken by 
public officials and 
local bosses merely 
as a political expe- 
dient. And _ the 
companies them- 
selves, knowing not 
where to turn for 





Publicity and Public Policy 


With Reproductions of Three Pieces of Recent Central Station Franchise Publicity 


It was less than a decade ago that 
the average public-service company both with the public and the politi- 
arrived at a realization of the exact cians. Alliances have been entered 
relationship it bore to the community. into which are as harmful in the long 
No matter what criticism may be run as_ they are costly, and the 
made of the former public policy of public, which is ready ‘to applaud 










By C. W. Lee, New York City 










protection, have sought to curry favor 









since then the the efforts of the politicians to 























Star-Courier, May 18, 1910. 


Franchise Talks-.-No 2. 
Why We Want A New Franchise 


The franchises under which the Kewanee Light & Power 
_Company is supplying this city with gas and electricity still have 
about fourtcen vears to run. 

























You may wonder, therefore, why we are seeking at this time 
to secure a new franchise to take the place of the existing ones. 


It is solely because we contemplate spending a great deal of 
money during the next few years, in improvements and exten- 
sions. 

Every dollar of these expenditures will bencfit Kewanee just 
as much as it will benefit this company and its customers. 

The additional investment will enable us to give this c*.y one 
of the most complete and up-to-date gas and electric plants that 
can be found anywhere and to bring the service up to the very 
highest state of perfoction. 

And, what is equally important, the improvements and ex- 
tensions that we contemplate will result in A CONSIDERABLE 
SAVING iu dollars and cents to the local public. 

Now, in order to carry out these plans, it will be necessary for 
us to raise considerable capital through the sale of bonds. 

But it is impossible to sell at a reasonable price BONDS 
THAT MATURE LONG AFTER THE EXPIRATION OF OUR 
FRANCHISE. 

That is why we ask the property holders and the Council! of 
Kewanee to grant us a new thirty-year franchise in place of the 
present unexpired one. 
























































The proposed ordinance granting this franchise, provides for 
reduced prices for both gas and clectric light and in every respect 
is fair to the public and the company. 

It contains no “ JOKER’’—no ambiguous clause that grants 
certain rights to which we are not entitled. 

It isan HONEST ordiannee and if it is enacted, it will he in 
av HONEST manner, after you and every other citizen have had 
an opportunity to study its provisions. 


READ TOMORROW’S TALK 


THE KEWANEE LIGHT & POWER CO. 
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corroboration of its previously form- 
ed views concerning corporate iniq- 
uity. 

But, while many of the defensive 
methods which have been resorted to 
in the past by public utilities are un- 
justifiable from an ethical standpoint, 
they have been adopted, for the most 
part, not to secure special privileges, 
but to protect vested rights, threat- 
ened either by unreasoning public 
clamor or political highwaymen. The 
sooner the present attitude of the 
public is understood by the men whose 
duty it is to preserve the tremendous 
investment in these properties, the 
sooner shall we arrive at the age of 
economic reason. 

Whatever else has been demon- 
strated by the agitation of the last few 
years it is patent to all observers that 
the old order of things is passing, and 
that in the future the corporations 
must take their cases directly to the 
people instead of to the politicians. 
In other words, public sentiment, 
which in the past has been used as a 
means of exacting tribute from utility 
companies, must in the future be 
utilized by these very corporations to 
secure legislative justice. We have 
every reason to congratulate ourselves 
on this changed condition, for there is 
not a single community so lacking in 
a sense of fair-play or reasoning power 
that it cannot be made to see the pub- 
lic-utility problems in their true light 
if given an opportunity to do so. 
This opportunity must be supplied 
by the individual companies them- 
selves, for there are no two companies 
whose problems are identical or, for 
that matter, whose communities take 
the same viewpoint. 

Evidence is constantly accumulat- 
ing that the leaders of these kindred 
industries have begun to recognize 
the importance of a general educational 
effort being made, not only for the 
purpose of checking the spread of 
false economic theories, but to vigor- 
ously uphold by the force of truth 
and logic the rights of the public 
utility. 
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That concrete results are achieved 
by those utility companies — that 
adopt a policy of publicity is proven 
by instances almost too numerous 
to cite. 

In Maysville, Kentucky, only two 
weeks ago, the City Council rescinded 
an ordinance for the construction 
of a municipal gas and __ electric 
plant as the direct result of a cam- 
paign of education conducted through 
a series of daily ““Talks’’ in the ad- 
vertising columns of the local news- 
papers. 

The Kewanee Light and Power 
Company secured 65 per cent of the 
front footage consents, including 90 
per cent of the gas and electric con- 
sumers, for a new 30-year franchise as 
a result of a similar campaign, al- 
though several years previous, without 
the aid of publicity, it was able to 
secure but 15 per cent. The fact that 
the local council has not yet granted 
this franchise does not impair the 
value of the illustration, but shows 
rather that the members of that par- 
ticular council were actuated by mo- 
tives entirely apart from a desire to 
serve the public. The consents, by 
the way, can be presented to the new 
council, which may be more repre- 
sentative of the local public. 

At Louisville, Kentucky, a merger 
of all the electric and gas properties 
is at present under way and the com- 
panies have seen fit, through the 
medium of the advertising columns of 
the daily newspapers, to carefully 
analyze every section of the proposed 
new merger franchise. It is simply 
another straw showing the trend of the 
times. 

In Haverhill, Mass., the establish- 
ment of a municipal electric plant will 
be submitted to a referendum vote in 
December, and the local company, 
ignoring the politician, is about to 
begin a thorough exposition of the 
municipal-ownership problem in the 
newspapers of that city. 

These are but a few of the recent 
cases where concrete results have 
been achieved by means of publicity. 
Indeed, almost invariably, when there 
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is a direct issue the public utility can 
secure a victory by placing its case 
fairly and squarely before the public 
provided, of course, that its case is a 
just one. It matters not whether the 
issue involve a question of franchise 
rights, municipal ownership, ruinous 
competition, rates or any of the kin- 
dred issues with which you are fa- 
miliar. If the company’s case is pre- 
sented in a skillful and convincing 
manner, after an analytical study of 
local conditions and sentiment has 
been made, then there need be 
no fear as to the outcome of the cam- 
paign. 

But it is not alone in achieving con- 
crete results that 
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proportion of the present unjust 
state and city laws would not have 
been enacted had publicity been 
resorted to as a means of over- 
coming this adverse’ local — senti- 
ment. 

The expense of a properly conducted 
campaign very frequently frightens 
the managers of a small plant, but 
they lose sight of the fact that aside 
from its main purpose it is the very 
best business-producing — advertising 
obtainable. In Buffalo, N. Y., a 
campaign was undertaken for the 
purpose of overcoming a hostile local 
sentiment, and of justifying the com- 
pany’s rates and system of charge. 





publicity is of 
value. In many 
communities there 
is a deep-rooted, 
though frequently 
unwarranted, hos- 
tility toward the 
local public utility 
corporations. 
i Sometimes. this 
finds expression 
merely in public 
criticism or perhaps 
is shown in the 
reports of the new 
business depart- 
ment. But sooner 
or later there will 
be an occasion 
when this _ senti- 
ment will crystal- 
lize into some form 
that will work 
serious injury to 
the company 
against which _ it 
is directed. An 
ounce of  preven- 
tion is indeed worth 
a pound of cure, 
for it is safe to 
state that 90 per 
cent of the muni- 
cipal and compet- 
ing plants would 
not have been 
built and the same 












Gas Light Talks---No. 20. 


A Rulnous System. 


Greteaing the slight digression in yestenten’s Talk, we 
shall return—for the time being, anyway—to the subject of muni- 
cipally-owned lighting plants. 

The great argument advanced in favor of municipal plants is 
that of cheaper rates. But we told you on Saturday, that these so- 
called cheaper rates were deceptive— 

And that the tax-payer pays twice and even three and four 
times, for his service. 

We demonstrated how this worked out and, in subsequent 
Talks, we shall go deeper into the matter. 

Now, there is-a common belief that privately-owned corpora- 
tions charge ‘‘all that the service will stand.” Let us look into that:— 

“Out of 56 electric companies in Massachussetts, according to 
a recent report, 24 failed to pay any dividends, four paid less 
six per cent., 16 paid between six and eight,per cent., and only nine 
paid over eight per cent. 

We have told you that this company has paid no dividends in 
fifteen years, but has put its earnings into improvements and ex- 
tensions for the benefit of the city and the public service. 

A private plant can be operated more cheaply than a muni- 
cipal plant. 

You see, there is needed a combination of skill and experience 
in the operation of a gas or an electric plant. Without this combi- 
nation no plant can be made profitable. 

Now, a private plant secures this combination. It must. But 
a municipal plant DOES NOT. 

The reason is that politics invariably enter into the operation 
of a municipal plant. 

Of course, it is always intended to keep a plant out of polities, 
but somebody has a friend that must be taken care of and— 

Sooner or later the entire plant is being run by ‘‘friends.” 

Municipal appointees to this kind of office are seldom capable 
men, and with very good reason. 

The tenure of office is so short that it does not attract com- 
petent engineers and the inexperienced political appointees have no 
time to acquire even an elementary knowledge of the work they are 
supposed to do. 

The result is ruinous alike to the city and the service. 

[The above was written and in type before last night’s meeting of the City Council, 


at which the ordinance providing for the bonding of the city for the purpose of establishing a 
lighting plant was withdrawn. } 


Maysville Gas Co., 


Horace J.Cochran, President. 
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This was signally successful, but more- 
over during the progress of the cam- 
paign the new business secured more 
than repaid the company for the ex- 
penditure, although no direct effort 
was made in the advertising to secure 
commercial results. The new con- 
nections simply reflected in a practical 
manner the rehabilitation of the com- 
pany in the esteem of the 
munity. 

It has been truly said that public 
good will is a utility company’s most 
valuable asset. To possess and hold 
this asset should be the first duty of 
the local manager of today. 


com- 


Photo-Meter Reading 


The Edison Round Table, the house 
organ of the Commonwealth Edison 
Company of Chicago, printed the fol- 
lowing in the January-February num- 
ber: 

The postal card shown in the illus- 
tration was received from one of our 
customers, Mr. W. R. Dieco, 3333 
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North Clark Street, to whose premises 
the statement taker had been unable 
to gain access on account of Mr. Die- 
co’s frequent absence during the great- 
er portion of the day. Mr. Dieco, 
anxious to get his bill, and appreciat- 
ing our difficulty, very kindly took a 
photograph of the readings on the 
watt meter and maximum indicator, 
from which we were able to send 
him a correct statement of his. ac- 
count. 


New England N.E.L.A. Election 


The annual meeting of the New 
England Section, National Electric 
Light Association, was held in the Edi- 
son Building, Boston, Mass., March 
17, 1911, at 2:30 p. m. As the Na- 
tional Association convention is to be 
held in New York City, the week of 
May 29-June 3, it was previously 
voted by the membership of the New 
England Section to dispense with the 
program features of the March meet- 
ing. Therefore, a business meeting, 


with election of officers and the pres- 
entation of different reports, was held. 
The new officers are as follows: 

President, Howard T. Sands, Mal- 
den Elec. Co., Malden, Mass. 


Vice-President, Arthur B. Lisle, 
Narragansett Elec. Ltg. Co., Provi- 
dence, R. I. 

Treasurer, Welles E. Holmes, Cam- 
bridge Elec. Lt. Co., Cambridge, Mass. 

Secretary, Miss O. A. Bursiel, 39 
Boylston St., Boston, Mass. 


Executive Committee 

J. A. Fleet, Cons. Elec. Lt. Co. of 
Maine, Portland, Me. 

J.S. Whitaker, Rockingham County 
Lt. & Pr. Co., Portsmouth, N. H. 

A. F. Townsend, Woonsocket Elec. 
Mach. & Pr. Co., Woonsocket, R. I. 

R. W. Rollins, Hartford Elec. Lt. 
Co., Hartford, Conn. 

Geo. S. Haley, Rutland Ry. Lt. & 
Pr. Co., Rutland, Vt. 

L. D. Gibbs, Edison Elec. Ill. Co., 
of Boston, Boston, Mass. 

Alex. J. Campbell, (Ex-Officio), New 
London Gas & Elec. Co., New London, 
Conn. 
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W. W. FREEMAN 


President of the Nattonal Electric Light Association 
neral Manager Edison Electric Illuminating Company, Brooklyn, NOY. 
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All Delegates to the Convention 
Are Invited to Visit 


The “Edison Shop” 


of the 


Edison Electric Illuminating 
Company of Brooklyn 


360 Pearl Street, Brooklyn, N. Y. 





How to Get There: 


‘Take subway (Downtown Station) 
Brooklyn express, get off at Borough 
Hall Station, walk east two blocks 
to Pearl Street, down Pear! Street 


to Edison Building. 


TT 
Upon application guides will be 


provided to show visitors interesting 
installations, 


Telephone 4640 Main 





















































The 1912 
Boston Electric Show 


Mechanics’ Building, Boston, Mass., U.S. A. 
September 28th to October 26th, 1912 


Under the Auspices of The Edison Electric Illuminating Co. of Boston 


The 1912 Boston Electric Show will be the greatest 
opportunity ever afforded to boost the use of 
electrically operated machinery and apparatus. 

Manufacturers can work directly with the users of their 
machinery and machine tools to reach the great consuming 
public. 


The idea is unique. 
The Show will be the Biggest and Best ever attempted. 


It will run longer than any Electric Show ever held—a 
full month—September 28 to October 26, inclusive, 1912. 


It will have More Exhibit Floor Space than any Electric 
Show ever given—over 100,000 square feet, exclusive of halls, 
aisles and galleries. 

It will occupy the Biggest Building in the World, used for 
Exhibition purposes— Mechanics’ Building. 


Ten Months’ work has already been done—begun two 
years before the Show opens. 


Special Excursion trains from All Parts of New England 
will bring Hundreds of Thousands of People. 


— of the Show tells what you can get and for 


| Exact Prices for Spaces have been fixed — the Pros- 
ow much. Write for one TO-DAY. 


0s This Show is Your GREATEST OPPORTUNITY ®&Q 
Address H. W. MOSES, Manager of the Show 


39 Boylston Street, Boston, Mass., U.S. A. 


Cable Address: ELECSHO, Boston 




































































The City of Magnificent Views ! 
The City of Perfect Climate! 

The City of Cordial Hospitality ! 
Drinking Water from Mount Hood! 


(Illustrated above.) 


The City of Many Beautiful Buildings ! 


National 
Electric Light Association 


We Invite You to 
PORTLAND 
1912 


Portland Railway, Light & Power Company 
Pacific Power & Light Company 









































Frank M. Tait, Gen. Mgr. GeorGce H. Harries, Vice-Pres. DUDLEY FaRRAND, General Manager 
Dayton (Ohio) Ltg. Co. Potomac El. Pr. Co., Washington, D. C. Public Service Electric Co., 
2nd Vice-Pres., N. E. L. A. Treas., N. E. L. A. Newark, N. J 














W. H. Buioop, Jr. T. C., Martin, Secretary FRANK W. FRugEAuFF, Gen. Mor. 
Stone & Webster, Boston, an National Electric Light Association, Denver (Colo.) Gas & ey Co. 
Past President N. E. L. New York City. Past Pres., N. E. L. 














ARTHUR WILLIAMS, General Inspector W. C. L. Eauin, Chief Electrician Henry L. DoHERTY 
New York Edison Co. Philadelphia (Pa.,) El. Co. H. L. ae & Co., New York City. 
Past President, N. E. L. A. Past President, N. E. L. A. Past President, N. E. L. A. 








H. M. BYLuessy, President Cuas. P. Steinmetz, Consulting E i 
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H. M. ome & Co., General Electric Co., Edison Electric Illuminating Co., 
Chicago, [1l. Schenectady, N. Y. Boston, Mass. 


James I. Aver, Manager Cuas. R. Huntigy, President JosePpH B, McCatL, President 
Simplex Electric Heating Co., Buffalo General Electric Co., Philadelphia Electric Co., 
Cambridge, Mass. Buffalo, N. Y. Philadelphia, Pa. 



































ArtHur 8S. Huger, Vice-President A. J. DeCamp, Manager ll. E. Cuuspsuck, Vice-President 
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R. B. Youne, Division Agent 8. J. Ditu, Vice-President L. R. Wauuis, Supt. Sales Dept. 
Public Service Elec. Co., Susquehanna Ry., Lt. & Pr. Co., Edison Electric Illg. Co. 
Newark, N. J. 40 Wall St., New York City. Boston, Mass. 


M. 8. Suoan, Assistant to President Dovuaiass Burnett, Mgr.El.Com.Dept. F. L. Dame, Vice-President 
Birmingham Ry., Lt. & Pr. Co., Consol. Gas, Elec. Lt. & Pr. Co., Electric Bond & Share Co., 
Birmingham, Ala. Baltimore, Maryland. New York City. 

















Wma. H. Hopes, Publicity Manager , F, E. Cronise, Mgr. New Bus. Dept. 
H. M. Byllesby & Company, Edison Electric Illuminating Co., San Francisco Gas & Elec. Co., 
Chicago, Ill. Boston, Mass. San Francisco, Calif. 





A. A. Popg, Asst. Gen. Inspector P. T. Guippen, Vice-Pres. & Gen. Mgr. J. W. Lies, Jr., Associate Gen. Mgr. 
The New York Edison Co., Eastern Penn. Power Co., The New York Edison Co., 
New York City. Easton, Pa. New York City. 


T. F. Grover, General Manager H. W. PLummer, Secretary F. W. Situ, Secretary 
Terre Haute, Ind. & Eastern Trac. Co., Asheville Electric Co., United Electric Light & Power Co., 
Terre Haute, Ind. Asheville, N. C. New York City. 


A. R. Graneur, Manager Homer E. Nigesz, General Manager W. H. Winstow, Sec. & Gen. Mgr. 
Beacon Light Co., Cosmopolitan Electric Co., Superior Water, Light & Power Co., 
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J. G. White & Co., Union Electric Co., New London Gas & Electric Co., 
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GeorGe WILLIAMS, E. L. Caubanan, Mgr. New Bus. , James E. Davipson, Gen. Mor. 
. L. Doherty & Co., New York City, H. M. Byllesby & Co., Pacific Pr. & Lt. Co., 
Chairman Com’! Sec., N. E. L. A. Chicago, Il. Portland, Oregon. 

















H. T. Sanps, General Manager GeorGe N. Tipp, General Manager N. T. Wiucox, Manager 
Malden Electric Co., American Gas & Electric Co., Stone & Webster New England Proper- 
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©. W. Hare, Mgr. New Bus. Dept. E. T. PENRosE, Manager H. N. McConneut , Mgr. Com. Dept. 
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F. H. GALE, f J. Ropert Crouse, S. E. Doang, Chief Engineer 
General Electric Company, National Electric Lamp National Electric Lamp Assn., 
Schenectady, N. Y. Cleveland, Ohio. Cleveland, Ohio. 
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Puiuir S. Dopp, Director of Publicity . R. Lansincu, General Manager 
National Electric Lamp Assn., 
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Holophane Company, Westinghouse Dept. of Publicity, 
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C. C. Custer, General Manager J. H. Enricut, Manager J. J. Cagney, General Manager 
Miami Lt., Ht. & Pr. Co., Frederick Gas & Elec. Co. Central Georgia Pr. Co., 
Piqua, Ohio. Frederick, Md. Macon, Ga. 



































G. A. Graves, Power Engineer J. E. Butuarp, Power Erpert ;. W. Ferris, Electric Sign Expert 
Edison Electric Illuminating Co., Empire District Electric Co., Syracuse Lighting Co., 
Brooklyn, N. Y. Joplin, Mo. Syracuse, N. Y. 








H. A. Waite, Power Salesman G. E. Wiiuramson, Sign Expert O. F. O£HLMANN, Illuminating Engr. 
Easton Gas & Electric Co., Denver Gas & Electric Co., Denver Gas & Elec. Co., 
Easton, Pa. Denver, Col. Denver, Col. 














Groree H. Jones, Power Engineer Tuomas A. Spence, Power Expert J. E. Gray, Power Engineer 
Commonwealth Edison Co., Luzerne County Gas & Electric Co., Narragansett Electric Lighting Co., 
Chicago, Il. Plymouth, Pa. Providence, R. I. 














T. P. Pinkxarp, Sales Department \. R. Wager, Commercial Department J. H. Peterson, Mgr. New Bus. Dept 
Peoria Gas & Elec. Co. Elmira Water, Light & R. R. Co., Menominee & Marinette Lt. & Trac. 
Peoria, Tl. Elmira, N. Y. Menominee, Mich. 


T. CoGswELL, District Manager B. F. Lyons, General Manager H. B. Swayne, Contract Agent 
Mentguner) Light & Water Power Co. Beloit Water, Gas & Electric Co., Penn. Central Lt. & Pr. Co., 
Montgomery, Ala. Beloit, Wis. Altoona, Pa. 


























Geo. N. Rooker, Mgr. New Bus. Dept. Epwin C. NEwMAN, Commercial Engr. O. M. Booner, Manager Com. Dept. 
Eugene Power Co., Concord Electric Co., Ko#omo, Marion & Western Trac. Co., 
Eugene, Ore. Concord, N. H. Kokomo, Ind. 











A. C. McMicKan, Contract Agent W. C. Duncan, Com. Dept. C. M. Kattwasser, Manager 
Portland Ry., Lt. & Pr. Co., Leavenworth Lt., Ht. & Pr. Co., Lockport Lt., Ht. & Pr. Co., 
Portland, Oregon. Leavenworth, Kansas. Lockport, N. Y. 


B. W. MBNDENHALL, Com, Agt. A. K. Younc, Commercial Manager W. F. Raper, General Manager 
Utah Light & Railway Co., Bristol Gas & Elec. Co., Ottumwa Railway & Lt. Co., 
Salt Lake City, Utah. Bristol, Tenn. Ottumwa, Iowa. 


©. E. Partee, Secretary & Treasurer W. P. Cuestnut, Commercial Manager J. B. Barrett, Mgr. Appliance Dept. 
Burlington Elec. Lt. & Pr. Co., Union Lt., Ht. & Pr. Co., Malden Electric Co., 
Burlington, Wis. Fargo, N. D. Malden, Mass. 









































L. W. Emerick, Manager R. J. AnpRus, Local Manager G. M. CoLze, Manager 
Fulton Light, Heat & Power Co., Pacific Power & Light Co., Plattsburg Gas & Electric Co., 
Fulton, New York. Kennewick, Wash. Plattsburg, N. Y. 

















H. C. BLACKWELL, Gen. Supt. Marcy L. Sperry, Manager W. L. Woop, Jr., Manager 
People’s Light Company, Savannah Electric Co., Texarkana Gas & Elec. Co., 
Davenport, Iowa. Savannah, Ga. Texarkana, Ark.-Tex. 








Water P. Scuwazss, Gen. Mor. H. V. ArRmMstTrone, Superintendent A. VonDacHENHAUSEN, Com. Mor. 
The Northern Conn. Lt. & Pr. Co., Conshohocken Elec. Lt. & Pr. Co., Butte Elec. ‘k Power o., ” 
Windsor Locks, Conn. Conshohocken, Pa. Butte, Montana. 

















E. A. WAKEMAN, General Manager I. L. Mge.Loon, General Manager J. E. Suurr, Commercial Manager 
The Wilkes-Barre Company, National Lt., Ht. & Pr. Co., Lincoln Gas & Elec. Lt. Co., 
Wilkes-Barre, Pa. New York City. Lincoln, Nebraska. 














Guten R. TRUMBULL, Com. Mgr. B. J. Lona, Mgr. Com. Dept. A. Larney, Mgr. New Bus. Dept. 
Meridian Lt. & Ry. Co., The Topeka Edison Co., Oklahoma Gas & Electric Co., 
Meridian, Miss. Topeka, Kansas. Oklahoma City, Okla. 


























Lewis A. Pertit, Jr., Gen. Mgr. T. H. Junex, President C. Ep@ar TitzeL, Manager 
Middletown Lighting Co., Fremont, Yaryan Company, Edison Elec. Ilg. Co., 
Middletown, Ohio. Fremont, Ohio. Lancaster, Pa. 

















J. B. Kitmore, Local Manager Ross B. Matgeer, Power Expert C. D. Huspsparp, Mgr. Com. Dept. 
Pacific Power & Light Co., Denver Gas & Electric Co., Wilmington & Philadelphia Trac. Co., 
Astoria, Oregon. Denver, Col. Wilmington, Del. 





Ciaupgs ©. SmitH, Manager A. T. Houproox, General Manager J. E. Bowman 
Bradford & Gettysburg Lt., Ht. & Excess Indicator Co., Montgomery Water, Light & Pr. Co., 
Pr. Co., Bradford, Ohio. New York City. Montgomery, Ala. 








The Commercial Session 


Program 


First Commercial Session—Wednesday 
A. M., May 31. 


Address—Chairman George Williams. 
Report—Committee on Electricity in Rural 
Districts—J. G. Learned, Chairman. 
Report—Committee on Power—E. W. Lloyd, 
hairman. 
Report—Committee on Electric Vehicles 
—J. T. Hutchings, Chairman. 


Second Commercial Session—Thurs- 
day A. M., June 1. 

The morning will be devoted to an Executive 

Session of the Members of the Commercial 


Section, when a number of important matters 
will be discussed. 


Third Commercial Session — Thurs- 
day P. M., June 1. 


Report—Committee on Residence Business 
—Clare N. Stannard, Chairman. 

Report—Committee on Improved Wiring 
and Equipment Standards—M. C. Rypinski, 
Chairman. 

Report—Committee on Industrial Lighting 
—M. S. Sloane, Chairman. 

Report—Committee on Electric Heating, 
Refri eration and Kindred Appliance Sales 

FH. Gale, Chairman. 


Fourth Commercial Session—Friday 
A. M., June 2. 


Report—Committee on Electric Signs—E. 
L. Callahan, Chairman. 

Report—Committee on Advertising—C. W. 
Lee, Chairman. 

Report—Committee on Competitive Illum- 
inants—H. J. Gille, Chairman. 

Report—Committee on Functions of a Sales 
Department—T. I. Jones, Chairman. 


The Commercial Section 


George Williams, Chairman 


Frank B. Rae, Jr., Secretary 


ORGANIZATION COMMITTEE 


J. T. Hutchings 
Howard K. Mohr 
Joseph F. Becker 
E. L. Callahan 


Commitiee on Power 


E. W. Lioyd, Chairman, Commonwealth Edison Co., Chi- 
cago, Ill. 

C. K. Nichols, New York Edison Co., 55 Duane St., 
York City. 

Newton F. Lewis, Mgr. New Bus. Dept., Metropolitan 
Elec. Co., Reading, Bs. 

H. A. Waite, Easton Gas & Electric Co., Easton, Pa. 

J. H. Rutherford, Eastern Penn. Power Co., Easton, Pa. 

R. Ai. MacGregor, Light, Ht. & Pwr. Co., Connersville, 

n 

John Meyer, Philadelphia Electric Co., Philadelphia, Pa. 

C. A. Graves, Edison Electric Illg. Co., Brooklyn, N. Y. 

Chas. Robbins, Westinghouse Electric & Mfg. Co., Pitts- 
burg, Pa. 


New 


Committee on Sireet Lighting 


Wm. Rawson Collier ‘cc Georgia Railway & Elec- 
tric Co., Atlanta, 


John G. Learned 
M. S. Sloan 
Wm. Rawson Collier 


V. A. Henderson . Robert Crouse 


J. G. Henninger, National Electric Lamp Ass’n, Cleve- 
an 

N. R. Birge, General Electric Co., Schenectady, N. Y. 

C. E. Stephens, Westinghouse Electric & Mfg. Company, 
East Pittsburg, Pa 

A. J. Sweet, Holophane Company, Newark, O. 

Preston S. Millar, Electrical Testing Laboratories, New 
York City. 

C. ze Stine. Adams-Bagnall Electric Co., Cleveland, O. 

G. Rhodes, New York Edison Co., New Yo rk City. 

R. W. Clark, Minneapolis General Electric Co., Minneap- 
olis, Minn. 

W. E. Richards, Toledo Railway & Light Co., Toledo, O. 

B. F. Lyons, Beloit Water, Gas & Electric Co., Beloit, Wis- 


Committee on Competitive Illuminants 


H. J. Gille, Chairman, a eeanengells General Electric Com- 
ote y, Minneapolis, finn. 
Sawin, Public Service Corp’n, Newark, N. J. 
5 i Golding, Rockford Electric Co., Rockford, Til. 
- E. Quillin, Easton Gas & Electric ‘Co., Easton, Pa. 
EB. E. Noble, Cleveland Elec. Illg. Co., Cleveland, "0. 





Committee on Sign Lighting 
E. L. Callahan, Chairman, H. M. Byllesby & Co., Chicago, 
Glenn R. Trumbull, Meridian Light & Ry. Co., Meridian, 


E. A. Mills, New York Edison Co., 55 Duane St., New 
York City. 

I. W. Phillips, Brooklyn Edison Co., Brooklyn, N. Y. 

G. E. Wiltiamson, Denver Gas & Electric Co. » Denver, Colo. 

A. K. Young, Bristol Gas & Elec. Co., Bristol, Tenn 

Fred Schornstein, Richmond Light, "Heat & Power Co., 
Richmond, Ind. 

Henry Schroeder, General Electric Co., Harrison, N. J. 

at Markham, Federal Sign System (Electric), Chicago, 


P. S. Dodd, National Electric Lamp Assn., Cleveland, oO. 
a Oklahoma Gas & Electric Co., Oklahoma City, 


A. F. Douglas, H. M. Byllesb co Fortieed. Cnn. 

W. P. Chestnut, Poway ar & Pr. Co., Fargo, N -D. 

R. E. Flower, Mobile Electric Cos Mobile, Ala. 

L. man, Rochester Ry. Lt. Co., Rochester, N. Y. 

4 F. Tuc er, Greenwood A denen Co., Knoxville,Tenn. 
woe os mane Valentine Electric Sign Co., Atlantic 

oh a ° 
N. Knapp, Jr., A. & W. Elec. Sign Co., Cleveland, O. 


Committee on Electricity in Rural Districts 


er G. Learned, Chairman, North Shore Electric Co., 
icago, Ill. 

J. E. Rotinen: Pacific Pwr. & Lt. Co. Portland, Ore., 

J. E. Schuff, Lincoln Gas & Electric Co., Lincoln, Neb. 

ae | Kennedy, Southern Cal. Edison Co., Los Angeles, 


J. B. Lukes, Stone & Webster, Boston, Mass. 

Some Russell, Rochester Railway & Light Co., Roches- 
ter, N. 

H. 1 Montgomery, Auburn Light, Ht. & Pwr. Co., Auburn, 


H. J. Buell, North Colorado Power Co., Denver a 
E. P. Edwards, General Electric Co. , Schenectady, N. 


Committee on Advertising 


C. W. Lee, Chairman, C. W. Lee Co., 90 West Street, New 
York City. 

John F. Gilchrist, Commonwealth Edison Co., Chicago, Ill. 

Howard K. Mohr, Philadelphia Electric Co., Philadelphia, 


Pa. 
on Nast, New York Edison Co., 55 Duane St., New York 
ity. 


ity. 
M. S. Seelman, Edison Electric Ilig. Co., Brooklyn, N. Y. 
Wm. H. Hodge, H. M. Byllesby & Co., Chicago , Ill. 
H. C. Porter, Montgomery Light & Weer. hon Co., Mont- 
mery, Ala. 
. Connelly, Denver Gas & Electric Co., Denver, Colo. 
‘W. Hancock, Roanoke Railway & Electric Co. , Roanoke, 


Va. 
. E. Turner, Cleveland Electric Ilig. Co. , Cleveland, oO. 

. 8. Dodd, National Electric io Ass’n, Cleveland, 0. 
. H. Gale, General Electric Co., Schenectady, N 

-C. M McQuiston, The Westinghouse Co., Craig Pa. 

. E. Whitehorne, The Rae 17 Madison Ave., New 
York City. 


Committee on Industrial Light 


M. S. Sloan, Chairman, Birmingham Railway, Light & 
Power Co., Birmingham, Ala. 
. H. Harsh, "Empire istrict Electric Co., Joplin, Mo. 

C. H. Stevens, Edison Electric Illg. Co ., Broo lyn, N. Y. 

B. G. McNabb, Mgr. New Business Dept., Montreal Light, 
Heat & Power » Montreal, Can. 

J.S. Codman, 127 Federal St., Boston, Mass. 

B. 7. Ge , Westinghouse Lamp Co., 163 Broadway, New 

or ity. 

W. D’A. Ryan, General Electric Co., Schenectady, N. Y. 

H. J. Tait, Holophane Company, Newark, 

Wm. Coale Sterling Electrical o., Warren, O 

G. F. meam, , Cooper-Hewitt & ce: te | Destborn St., Chi- 
cago, ill. 


Committee on Residence Business 


Clare N. Stannard, Chairman, Denver Gas & Electric Co., 
Denver, Colo. 

Douglass Dore, Consolidated Gas, Electric Light & 
Power Co., Baltimore, 
. F. Becker, * United Bice Li. & Pr. Co., How You Civ. 

P.E Kemble, Edison Elec. Illg. Co., Brooklyn, N 


- Rollins, Hartford Electric Co., Hartford, Conn. 
; Young, Public Service Corp’n, ” Newark, N. en 
on, Commonwealth Edison Co., Chicago 
rne, Washington Water Power Co., oe 


olbrook, Excess Indicator Co., New York City. 
ter Jones, Holo “~~ Com » Newark, O. 


Osborne, Gener Electric Co., arrison, N.J. 


Committee on Electrie Vehicles 


4.2 T. Hutchings, Chairman, Rochester Railway & Light 
‘0., Rochester, N. Y. 
c ¥ , Miche, Union Elec. Light & Power Co. a Louis,Mo. 
, Stone & Webster, Boston, 
CE — ‘Commonwealth Edison Co., Chic , Il. 
Ate Robinson, New York Edison Co., 124 W. 42d St., 
New York City. 
. H. Smith, Marion Lt. & ey ar, Ind. 
F. M. Tait, ‘Dayton Lighting Co., Dayton, 
$2 + D- Wagoner, General Vehicle Co., ES Island City, 


W. G. Bee, Edison Storage Bat! Co., Or N. J. 
John. 5 e, Electric Seernne Battery Co., Philadel- 
phia, Pa. 


E. E. ins, Anderson Carriage Co., Detroit, Mich. 


Committee on Improved Wiring and Equipment Standards 


M. C. Rypinski, Chairman, Westinghouse Electric & Manu- 
facturing Co., 165 Broadway ew York City. 

Cc. H. Stevens, Edison Electri ic lilg. Co., Brookiyn, N. Y. 

G. National Electrical ‘Contractors’ Assn., 


tem (Elec), Ciiceos, a 
a Pierce, The Underwriters’ oe arene Be ag 
. Sargent, General Electric Co., ¥. 
E. Doane, National Elec. Lamp eat n, Clenen, oO. 
F. V. Burton, Day Electric Co., Bridgeport, Conn. 
F. J. Petura, 60 Wall St., New York Cit: 
A. E. Williams, Colonial Electric Co., 


Indianapolis, ae 
John H. Calis, Ind Federal Sign S: 


arren, Ohio. 
Committee on Heating, mee gas and Kindred Applianee 


F. BS Gale, Chairman, General Electric Co., Schenectady, 


3. Jones, Edison Electric Il hee es, Degokiy™, w. ¥. 

L. R. Wallis, Edison Electric Boston, Mass. 

Geo. B. Johnson, Commonwealth Edison Co., Chicago, Ill. 
. Mathes, Union Electric Co., en ue, Ia. 

W. J. 7 Seattle Electric Co., Sea’ 

Chas. J » Philadelphia Electric Co, Philadeiphia Pa. 

EL. Callahen, HM Byllesby & Co., Chicago, Ill. 

Fred Bissell The i, Bissell Co-, Toledo, O. 
. Kennedy, Southern Cal. Edison Co., Los Angeles, 


Commitiee on Functions of a Sales Department. 
Jones, Chairman, Edison Elec. Illg. Co., Brooklya, 


1. 
N. :o 

A. Pope, New York Edison Co., New York City. 
Ss. D.1 rael, Philadelphia Electric Co., >On tee Pa. 
x2 Becker, United Electric Lt. & Power Co., New York 
Ww. 


J. 

E. "ited: Commonwealth Byeen § Co., Chicago, Ill. 

Fred D. Adams, United . Co., N w oo ‘Conn. 

Harry N. McConnell, Susquehanna Ry. & Lt. Co., 40 Wall 
St., he York Cit; 

Wm. A. Donkin, , County Light Co., ag 


Pa. 
M. W. Offutt, Schenectady Illg. Co. i Sets, 
Arthur S. Huey, H. M. Byllesby & Co cat 


y 
A. 
Jo 


Committee on Membership 


J. Robert Crouse, Chairman, National Electric Lamp Ass’a 

1823 E. 45th St., Cleveland, O. 
Edw. E. pale 3 Edison Elec. lig. Co., Brooklyn, N. Y. 
Duncan Campbell, Scranton Electric Co. sone BS Scranton, Pa. 
L. D. Gibbs, Edison Electric Illg. Co., nm, Mass. 
L. D. Mathes, Union Electric “hie Ta. 
> bt Dixon, 4285 sina Eve.» , Denver, Colo. 

C. McQuiston, The Westinghouse ‘Company, Pittsburg, 


Chee, D. Burleigh, General Electric Co., 84 State St., Bos- 


ton, Mass. 
H. Boynton, National Electric Lamp Ass’a, 
leveland, O. 
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PULLMAN BUILDING 


Invitation is extended to all central station men who may be in New York, not 
only during the National Electric Light Association Convention but at any other time, 
to call upon us in our new quarters. 


THE RAE COMPANY 


17 Madison Avenue 


Frank B. Rae, Jr (Madison Square Park, East) 
E. E. Whitehorne 


| W. C. Andrews New York 
























































Montgomery 


Alabama 


offers ideal opportunities 
to manufacturers of Elec- 
trical Apparatus and 
Equipment who desire 
factory sites. 


WRITE TO 


The Business Men’s League 


of Montgomery for details 
























































/H.M.BYLLESBY & CO. 


Engineers Managers 
Design Construct 


Operate 


Electric Light Plants Artificial Gas Systems 
Street Railways Natural Gas Systems 
Interurban Railways Irrigation Systems 
Water Power Plants Water Works 
Transmission Systems Drainage Systems 





Engineering, Commercial, 
Legal Examinations 
and Reports 





206 South La Salle Street 


Mobile, Ala. 
Pectend. ¢ a Okla. CHICAGO i Diego, Calif. 











pene teres reeds te eee — 


Elmira, N. Y. 


Manufacturing Opportunities 


Cheap Power Reliable Power 
Unlimited Power 


Four Railroads Two Trunk Lines 
Natural Gas Artificial Gas 


Thirty Miles of Street Railroad 
Excellent Water Supply 
Skilled and Unskilled Labor 


FINE SCHOOLS BEAUTIFUL PARKS 
A Good City in Which to Live 


And Transact Business 


Elmira Water, Light and 
Railroad Co. 


Elmira, N. Y. 


















































Public Utility Securities 








COMMON STOCK 


for Speculation 


PREFERRED STOCK 


for Investment 


You Can Make Money 
in Either 


Let Us Show You How 








Williams, McConnell & Coleman 


BONDS STOCKS 


60 Wall Street, New York 
Phone 495 John 



































Che Narragansett 
Electric Lighting Co. 











The Narragansett Electric 
Lighting Company extends a cor- 
dial invitation at all times to 


visiting Central Station Men to 








inspect tts Sales and Operating 


Departments. 





Providence, KR. J. 


Executive Office: Union Trust Co. Bldg. 





+ AAW 
































SECOND HAND 


ines, Generators au Bollers 


Also Miscellaneous Apparatus 


FOR SALE AT LOW PRICES 


Any Central Station requiring this type of equipment, for either regular or 
auxiliary purposes, can obtain the apparatus advertised at bargain prices. 


A 3000 HP, ROBERT WETHERILL CO, TWIN TANDEM 
COMPOUND CORLISS ENGINE, Cylinders 25 in. x 52 in 
x 48 in. stroke, Speed 106 R.P.M.; DIRECT CONNECTED 
TO A 2000 KW. GENERAL ELECTRIC CO. ALTER- 
NATING CURRENT GENERATOR; Type A.Q.B., Class 
106, Form “E’’, 6600 Volts, 167 Amperes Per Phase, Speed 
106 R.P.M. Exciting Current 220 Volts. WITH THE 
ABOVE IS INCLUDED 1 JET CONDENSER. 


2 Greene Tandem Compound Condensing Engines, 17 in. x 33 
in. x 48in. Each 750 H.P., speed 100 R.P.M. The No. 1 en- 
gine has one belt fly wheel and one balance fly wheel The 
belt fly wheel is 16 ft. 6 in. x 45 in. face, and the balance fly 
whee! is 18 ft. x 10 in. face. The No. 2 engine has two belt fly 


wheels and one balance fly wheel. One beit fly wheel is 
15 ft. x 30 in. face, and the other belt tly wheel is 15 ft. x 38 
in. face. The balance fly whee! is 18 ft. x 10 in. face 


The No. 1 engine is belted to a 400 kw. alternator. The No. 2 
engine was formerly belted to a 240 kw. alternator. The 
alternators which were driven by these two Greene engines 
are also for sale. One is 400 kw. General Electric belt 
driven, alternating current, type A.Q.B., form A, class 
20-400-360, ampheres 80, volts 2500, speed 360, with 9 kw. 
General Electric exciter, type M.P., form H, class 4-9-1450- 
60 volts, 1450 R.P.M. 


The other alternator is a Stanley belt driven, type T P., 240 
kw., 2400 volts, 450 R.P.M , with one 4 kw. Crocker-Wheeler 
exciter, type D, size 74, volts 65, speed 1100 R.P.M. 


Both of the engines mentioned above can be direct connected, 
belt or rope drive. 
ENGINES 
3 Wetherill Twin Engines, 20 in. in diameter, 42 in. stroke, fly 
wheel 16 ft. diameter, 44 in. face. Weight of fly wheels 
12 tons. Length of shaft from face to face of cranks, 14 ft. 
7 in.; centre to centre of cylinders, 15 ft Length of 
engines from cylinder head to centre of crank, 19 feet. All 
three engines have sole plates 21 ft. wide and 23 ft. 8 in. 
long, oil cups, lubricators, dashers and pans of brass 
complete. They are in A No. 1 condition, and the cylinders 
have never been bored. 


Your attention is called to the following good points of these en- 
gines: they were all built extra heavy throughout, steel cranks, 
steel cross-heads, steel bell cranks, steel brackets, phosphor- 
bronze bearings throughout, and built under the immediate 
supervision of the Chief Engineer of the plant, to his own 
specifications, 


SHAFTING 


One length of shafting for each “engine, 54 in. in diameter, 
21 ft. 7 in. long, with four pulleys 5 ft.in diameter and 15 in. 
face, with split hubs and four bearings on each fine of 


shafting, with heavy plates 4 ft. 3 in. long and 24 in. wide. 





PUMPS 


3 Davis Double Plunger Pumps, 6 in. x 6 in. plunger. 


HEATERS 


3 Coil Heaters, 15 ft. long, 30 in. ia diameter, each filled full 
of 3 in. extra heavy iron pipe. 


BOILERS 


14 Tubular boilers, manufactured by John 8S. Naylor (Peoples 
Works), Philadetphia, 48 in. in diameter and 20 ft. long 
with 22 5in. tubes in each boiler. Boilers are set two in 
each furnace, steam gauge and water column for each boiler 
complete; safe working pressure 132 lbs. per square inch, 
last inspection, which was made by the Fidelity Casualty 
and Insurance Company of New York. 


With the above engines and boilers, we also offer the following 
Steam Pipe, Exhaust Pipe, Water Pipe and Valves: 


ENGINE ROOM 


About 150 ft. of 8 in. steam pipe, extra heavy. 
45 ft. of 14 in. steam pipe 
20 ft. of 1 in. steam pipe. 

3 Chapman Valves, 8 in. extra heavy 


About 33 f 


t. of 16 1n. Exhaust Pipe; spiral 
2 ft. of 16 in. Exhaust Pipe; iron 
2 ft. of 10 in. Exhaust Pipe; iron 


BOILER ROOM 


About 77 ft. of 12 in. steam pipe. 
3 ft. of 10 in. steam pipe. 

21 ft. of 8 in. steam pipe 

144 ft. of 6 in, steam pipe. 

144 ft. of 5 in. steam pipe. 


$4 12 in. Chapman Valves, extra heavy 
1 10in Chapman Valve, extra heavy 
About 230 feet of 6 in. water pipe 
35 ft. of 5 in. water pipe; extra heavy 
315 ft. of 4 in. water pipe; extra heavy 
175 ft. of 3 in. water pipe; extra heavy. 
70 ft. of 24 in. water pipe; extra heavy. 


1 flue, 78 ft. long, 5 ft. deep, 7 ft. 6 in. wide. 
1 Chapman Gate Valve, extra heavy, 5 in 

2 Chapman Gate Valves, extra heavy, 4 in 
16 Chapman Gate Valves, extra heavy, 3 in. 
9 Ludlow Valves, extra heavy, 6 in 
About 900 ft. assorted sizes oil pipe line. 


If interested communicate promptly with H. C. LUCAS, Purchasing Agent, at address 


given below. 


Full particulars forward ; ; i Ae lie ae 
particulars forwarded you upon request, together with prices. 


We will be glad to make appointments for inspection of any or all of this apparatus. 


THE PHILADELPHIA ELECTRIC COMPANY 


Tenth and Chestnut Streets, Philadelphia, Pa. 


THE UNITED ELECTRIC LIGHT & POWER Co. 


HEAT iPOWER r 
&® 4 Houseno 


Exterior of Branch Office 


The United Electric Light and Power Co. 


extends to the delegates of 


The Thirty-Fourth Annual Convention 


The National Electric Light Association 


a cordial invitation to visit their Offices, Showroom and Sub-Stations. 


MAIN OFFICE BRANCH OFFICE AND SHOWROOM SUB-STATIONS 


1170 Broadway, N. Y. 138 Hamilton Place, N. Y. 208 Elizabeth St., N. Y. 
519 West 146th St., N. Y. 


Interior of Branch Office 














The Status of New Business 


Extracts from a Recent Address to Gas Men 


By George Williams 


This is a big business with many 
comparatively new problems. Like 
every other, its selling problem is its 
most vital and hardest one. 

* * * * * 

Upon the success of a New Business 
Department every other department, 
every other employee, the corporation 
itself, its rates, franchises and secur- 
ities, are favorably affected. The 
men who finance the companies and 
make it possible to secure great sums 
of money to build for the future are 
among the first to see the need of 
efficient New Business Departments. 

Whether New Business Depart- 
ments consist of two men or one hun- 
dred men, there are many common 
features that must be recognized, 
questions that are relatively the same 
to the company in a small city as to 
® company in a larger city. 

* * * *k x 

Some companies have been unreason- 
ably forced for the time being into 
unprofitable rates 2nd burdensome 
working conditions. All the greater 
then is the need of active New Bus- 
iness work. The selection of a New 
Business Manager is a serious thing. 
There are many traits to be looked for 
which will ultimately mean more than 
his present knowledge of the business. 
My experience leads me to believe 
that each manager of New Business 
Departments should be — selected 
because he possesses, besides some 
knowledge of the business, a_ real 
sympathy that comes from “the heart 
out.” He should also possess a great 
deal of courage because he not only is 
compelled to wrestle with stubborn 
prospects but with managerial inexper- 
ience and shortsightedness in_ this 
particular line of work. 

Nosuccess was ever made in this or 
any other line of business without con- 
siderableoutlay. Yet knowing this we 
sometimes attempt big things in the in- 
terests of a million dollar corporation 


on the scale of a campaign consistent 
with that of a suburban grocery. 
Politeness and courtesy are consid- 
ered essentials in business nowadays, 
vet good manners mean very little if 
they are not genuinely meant. A 
Department Manager will naturally 
attract around him men of his own 
calibre and these are the men whom 
the public will judge the company by, 
and upon whose personality means 
the success of a campaign. Men who 
never in their life did big, broad-minded 
or generous acts in comparison to 
their circumstances, can herdly be 
looked to for the performance of big 
things for their employers or to in- 
duce customers into progressive acts. 
Along with essential personality 
should be the faculty for system; the 
mere ability to sell is not sufficient in 
New Business work, which cannot 
succeed without the maintenance of 
complete and detailed information of 
the consumer’s equipment and 
location of prospective business. 
= & & 2 


the 


An active New Business Depart- 
ment will silently do more in various 
ways for the benefit of a city than 
many other organizations of philan- 
thropic intent. 

* 


The specialization upon this topic 
should not tend to under-estimate the 
importance of those men and depart- 
ments which are not directly identified 


in New Business work. The whole 
service is dependent upon engineers, 
operators, clerks and accountants; 
there are still alluring opportunities 
to men in those lines. 

* * * * * 

One department cannot avoid bene- 
fits that come to another. The New 
Business Department is entitled to 
support, it is also obligated to every 
other department. Men and Depart- 
ments and Companies will always 
benefit from co-operation 
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THE REASONS WHY OF THE 
COMMERCIAL SECTION 


In an industry that is developing 
ws rapidly as ours, each successive 
national convention is pretty sure to 
be “the biggest and best,’’ and it is 
difficult indeed to comment upon the 
coming gathering in New York with- 
out resort to the stale platitudes that 
have done duty each year since the 
National Electric Light 


was formed. 


Association 


But besides being the largest and 
most important convention, this vear’s 
meeting in this city has peculiar inter- 
the the 
industry. For at this convention the 
new Commercial Section will be asked 
to give an account of itself 


est to 


commercial men of 


will be 


analyzed and appraised, and accepted 


or condemned. Will it meet the test? 
The answer is to be found in the 
membership lists, in the committee 
reports, and in success of the special 
work undertaken. 

The membership of the Commercial 
Section is not large—and for a reason. 
When the Section was formed it was 
found that, if money were to be avail- 
able for the Section work, an addi- 
tional Sectional membership fee would 
have to be charged. The men whom 
the Section most wants have paid or 
will pay this fee. A 


great many, 
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apparently, will not. This small fee. 
more than anything else, will hold 
the membership low, but by the same 
token it will give to the Section the 
quality in membership necessary t 
insure success. 

It is yet too early to prognosticate 
regarding Commercial Section papers 
which will be read before the coming 
convention, but a glance at the names 
on the program is assurance enough 
that this year’s papers and reports 
will excel any so far offered. All of the 
men who contribute are specialists- 
most are authorities—upon the sub- 
jects assigned. That is sufficient guar- 
that the commercial 
at this convention will be 


antee sessions 
crowded. 

As to the special work undertaken 
by various committees of the Section, 
this has been hampered both by lack 
of time and funds. In spite of a late 
start, some very good work has been 
done: much more has been planned 
which cannot be completed for another 
With no funds available and 


with the inevitable inertia which any 


vear. 


new organization must experience and 
overcome, the various chairmen have 
found it difficult to carry in effect the 
big work planned. 
been 


But enough has 
done to justify the 
That is the main thing. 
The Commercial 
experiment. 


Section. 
Section was an 
It was based upon the 
idea that individuals not companies, 
should be given the opportunity of 
formulating and developing standard 
commercial practice. It was hoped 
by the organizers that the Section 
might prove at once an opportunity 
for the small company man to prove 
his worth and a school wherein he 
might learn the value and satisfaction 
of co-operative effort. The men as- 
sociated with larger central stations 
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vere presumed to have the less need 
‘or such a Section because their own 
ompany organizations supply them 
the aid and 


encouragement — which 


the small company man can secure 


only by co-operation with his fel- 
lows. 

Yet the first year’s experience shows 
that the smaller company men are 
generally the appreciative — of 
the opportumities of the new Section. 
The Commonwealth Edison Company 
of Chicago, Byllesby and Company 
of the same city, Henry L. Doherty 
and Company of New York, the 
Southern California Edison Com- 
pany, the Montreal Light, Heat and 
Montreal, the 
North Shore Electric Company which 
supplies Chicago’s suburbs 


least 


Power Company of 


these and 
similar great organizations contributed 
the largest proportion of the member- 
ship. And it may be added that these 
contributed — the 


organizations have 


larger proportion of brains and energy 
that have made the Section the success 
it is. 


This is a mistake— a mistake which 
every small company man who does 
not speedily take membership will 
regret. For it places the offices, the 
the benefits of 
the Section in the hands of those who 
need them least, and, in some measure, 


honors and most of 


bars the doors of opportunity to the 
men who are already far too iso- 
lated. 

This is not a plea for members. 
Though our interest is with the Com- 
mercial Section of the National Elec- 
tric Light Association and we would 
see it prosper, we have a 
the advancement of every 
commercial man in the entire industry. 
That advancement, we believe, will 
be more sure and speedy if the ma- 


greater 
interest 
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jority join together for the interchange 
of ideas and experience. The Com- 
mercial offers the best 
portunity for such mutual co-operative 
action. 


Section Op- 
It places every man on his 
own feet. It gives each the recognition 
he personally deserves. To the man 
who is satisfied to plod in the same 
small circle, like a horse in a tread- 
mill, this opportunity is meaningless, 
but 
know and be known among the big 
men of the industry, the Commercial 
Section is a practical 


to the man who is ambitious to 


‘short-cut to 


success. 


PREDIGESTED SUCCESS 
Most of the men of our acquaint- 
who are successful, have 


ance won 


success by “sticking.” The idea of 
ladled out, ready- 
cooked, masticated by machinery and 
predigested 


having success 
like some patent break- 


fast food—is attractive enough as a 
day-dream, but mighty impractical. 
Yet it is an idea that prevails in many 
minds, and which has 


one many 


arguments. 

The instance, 
finds luck breaking against him, and 
who 


solicitor, for who 
and  over- 


anxious, will lose heart or jump into 


becomes worried 
another business because “‘there’s no 
The 
balance 
between cost-of-business and net pro- 


future in a central station.” 


commercial manager whose 
fits has caused the hard-headed direc- 
tors to curtail his department is too 
ready to characterize them as “‘tight- 
wads” and seek new pastures. 

These arguments seem sound enough, 
but there’s a false note behind them. 
The fired 
generally too 
He the “‘sticking” 


man who quits or is 


expects too much 


soon. has not 


quality. 





Unique Electric Sign 


Electric sign lighting ts calling forth 
many unique and striking designs in 
the attempt to attract attention, and 
some of the latest sign effects fairly 
burn into the public mind the merits of 
advertised. A large sign re- 
cently built by the Federal Sign Com- 
pany, New York City, forcibly arrests 
the attention of all in sight; it awakens 
successive feelings of surprise, curi- 
osity and admiration, and incidentally 
leaves the impression that a certain 
brand of — tea superior 
merits. 


goods 


possesses 


Some idea of this sign can be gained 
from the fact that the sign requires 
1000 four-candlepower lamps; the let- 
ters of the middle line are eight and 
six feet high, respectively. The tea- 
pot and cup are, respectively, nine 
and eight feet high, the teapot repre- 
senting a capacity of about four bar- 


rels, 


When the sign is in operation the 
middle line is displayed continuously. 


The cup and teapot appear first, tea 
pours into the cup, steam arises, the 
top line appears, then the bottom line, 
this cycle being repeated indefinitely. 
A Reynolds sign flasher, driven by a 
Westinghouse Type DA Small Motor, 


operates the sign. 


The Steiner Family Motor 

The wide-awake central station so- 
licitor would have little difficulty in 
inducing every housekeeper in_ his 
territory, living in a wired house, to 
use electric motor drive for every kind 
of work that it will satisfactorily per- 
form, if it did not require a considerable 
outlay for motors and motor-driven 
devices. Indeed, he would be able to 
bring in contracts for wiring by the 
score. The total power for 
sewing, Washing and wringing, mangle 
ironing, chopping meat, grinding cof- 
fee and polishing silver would be a 
sum that almost any housekeeper 
would be willing to pay for a few hours 
more to call her own, or for being able 
to take a more independent stand on 
the servant question. 

The progressive housekeeper is al- 
Ways ready to consider better and 
more economical methods for doing 
house work. She wants more time 
for social affairs—-more time for self- 
improvement—more time to devote to 
husband and children. She longs to 
be free from the care of managing ser- 
vants. Electricity has advanced far 
enough now to give her the opportunity 
she has longed for; but for the woman 
living in a moderate sized house and 
on a modern income the question of 
initial cost of all the appliances she’d 
like to have and hopes sometime to 
possess makes her hesitate. 

The problem of operating many 
devices by a single motor has received 
much thought, and many solutions 
have been offered. The problem is 
somewhat complex, since the different 
machines require different amounts of 
power and must operate at different 
speeds; for example, washing machines 
and ice cream freezers must operate 
usually at speeds below 100 r.p.m.; 
sewing machines at 600 r.p.m. or 
more; polishing wheels at from 1700 


cost. of 
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r.p.m. upward. Mr. J. Steiner, of the 
Steiner Manufacturing Company, St. 
Louis, Mo., has devised a method 
whereby one motor may be used to 
drive successively the washing ma- 
chine, the wringer, the ironing ma- 
chine, the ice cream freezer, the sewing 
machine, the coffee grinder, the meat 


chopper and the buffing and grinding 
wheel. This method is working out 
very satisfactorily, and the one motor 
is doing the work formerly requiring 
several, thus reducing the first cost of 
the equipment without causing any 
increase in the cost of running. The 
Steiner outfit consists of an adjustable 
stand on which the motor is mounted 
and belted to a = short three-speed 
counter shaft, from which the machine 
to be driven may be connected by belt 
or through a worm gear for further 
speed reduction. The equipment pro- 
vides means for driving all of the ma- 
chines previously mentioned and many 
of the machines themselves may be 
purchased with the motor. 


Twin-Glower Electric Radiator 


Until it becomes customary to in- 
clude special heating circuits in the 
wiring of our homes, the most success- 
ful heating devices will be those which 
are readily attachable to the lighting 
circuit in place of a lamp. 

In the twin-glower electric radiator 
recently developed by the General 
Electric Company, the feature of ready 
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applicability appears to have been 
given first consideration in that the 
heating elements are designed for a 
maximum energy consumption of 500 
watts, thus permitting the operation 
of the radiator on any lighting cir- 
cult, 

It is noteworthy that in this case 
the feature of ready applicability has 
been obtained without sacrificing in 
the least the various well-known ad- 
vantages of the luminous type of radia- 
tors. The same “non-oxygen  con- 
suming” radiant heat so essential to 
hygienic conditions in the sick rooms 
is available, while extreme lightness of 
weight permits of the radiator being 
easily moved from room to room. 
Thus it can be readily used for increas- 
ing the temperature of the bathroom 
preparatory to the bath, for making 
the bedroom comfortable in the early 
morning when the regular heating 
system has a low tone, and for add- 
ing to the comfort of reception. halls, 


libraries, studies, and other rooms, 


which usually are of temporary occu- 


pancy. Furthermore, the absence of 
carbonic acid-producing open flames 
renders its use particularly desirable, 
in rooms containing valuable paintings 
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and beautifully bound books, which 
rapidly deteriorate when exposed to 
injurious burnt gases, the products of 
combustion. 

The price of the twin-glower electric 
radiator is only about a third more 
than that of the popular six-pound 
electric flatiron, and its cost of opera- 
tion is about five cents an hour at the 
usual central station charge for cur- 
rent. It is, therefore, within the reach 
of all who desire to avail themselves 
of many comforts which are unobtain- 
able economically by any — other 
means. 

Since these devices are only used for 
fractional parts of an hour, the month- 
ly expense is comparatively small. 
Two and a half cents for protecting 
the baby from dangerous cold draughts 
during the bath is hardly more than 
the cost of the taleum powder dusted 
on the rosy skin. The same expense 
for comfort while getting up in the 
morning, without the necessity of 
rustling the furnace an hour or two 


before breakfast certainly is a small 
item compared to the benefits en- 


joyed. Furthermore, the desired heat 
is as ever-ready for use as the lamps 
in the chandelier—requiring the mere 
turn of a switch to pour out in full 
intensity. 


Illumination Information in “Scien- 


tific American” 


The April 15th issue of the Scien- 
tific American should be of particular 
interest to central station men as it is 
largely devoted to semi-technical 
articles on illumination. Of especial 
importance are “The Tasteful Use 
of Light” by Louis C. Tiffany and 
“Inventing the Light of the Future” 
by one of the Scientific American’s 
editorial staff. The latter article may 
be recognized as a description of the 
work and aims of the research labo- 
ratories of the National Electric Lamp 
Association at Cleveland, though no 
name except that of Dr. Hyde is 
mentioned. The issue is extremely 
interesting and should be of practical 
benefit to the industry. 
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H. M. Slauson: Joins Johns-Manville 
Co. 

Mr. H. M. Slauson, who until 
recently has been the General Sales 
Manager of the Opalux Company, 
located in New York, has resigned 
this position to take charge of elec- 
trical sales for the H. W. Johns-Man- 
ville Company, covering the State of 
New Jersey. 

Mr. Slauson has a very wide ac- 
quaintance in the central station field 
and has done much to promote central 
station new-business work. While 
his new connection will probably not 
enable him to carry on such work as 
aggressively as before, he will never- 
theless continue to give a great deal 
of his time to it. 


Greenwood Advertising Company’s 
Bulletin 


An attractive bulletin has just been 
issued by the Greenwood Advertising 
Company bearing the suggestive title 
“Individuality.” 

This bulletin shows pictures of some 
70 signs recently constructed by this 
Company and has great suggestive 
value for the Central Station solicitor. 

The Greenwood Company has re- 
cently moved into its new factory, 
where some 25,000 square feet of floor 
space are given up exclusively to the 
manufacture of electric signs. 


Holophane Street Lighting Bulletin 


Among the most valuable booklets 
recently issued on the subject of 
Street Lighting is the Holophane bul- 
letin entitled ‘“The Hlumination of the 
Streets.” This bulletin shows a va- 
riety of data on the new Holophane 
Street Lighting Unit which will be 
found of practical value by the central 
station solicitor. 

The subject of special street lighting 
or boulevard lighting, as it is com- 
monly called, is one which is receiving 
wide attention at this time and central 
stations should welcome such prac- 
tical data as the Holophane Company 
presents. 
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F oder Seite give you the least trouble. They 
are easy to sell, easy to keep clean, and attrac- 
tive. Never look out-of-date and never b:ow 
down. From hanging rig to sockets, Federal 
all-steel signs are the best signs that can be made. 


Are you going after a “Federal” Sign load? 
Let us help you. Write for Bulletins and data. 
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Seven Federal Signs in one block shows their popularity with the 
merchants of Pontiac, Michigan. These two dozen signs represent 
a sign load that you can equal in your town. Ask us for details. 


WRITE FOR BULLETINS No. 211 and 234 
Federal Sign System (Electric) 


NEW YORK: 229 West 42nd Street CHICAGO: 501 Home Insurance Bldg. 
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If 
Your Neighbor Has 
Electric Light 


and you have not, just step into his house 
some evening alter dark and compare its 
light with your own. Study each point of 
convenience, cleanliness, clearness, beauty, 
carefully and then figure out for yourself 
if it would not pay you well to have your 


house wired for electric light this spring. 


Call Bell Main 24o1 Cuyahoga Cent. 5860 


The [Illuminating Company 


Sales Department : 


232 Superior Avenue, N. E. 
Cleveland, Ohio 
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THE TRLKEING SIGN 


MASON MONOGRAMS 


WILL BOOST YOUR BUSINESS 


As well as it helped to enlarge our business. 
We are moving into a larger factory and our 
facilities for making ELECTRIC SIGNS of 
every kind will be unequalled anywhere. 


Write us today about that sign you need. 


THE WALL-WIN CO. 


61-63 HUDSON ST., JERSEY CITY, N. J. 


One minute from the Pennsylvania Station and McAdoo Tube. 




















INSPECTION INVITED 


and now is the time 


The¥New York Office of the 


THOR 


Electric Home Laundry 
Machines 


1010 Flatiron Building, Broadway & 23rd Street 


i 50 Lgeregh bi 


Is most conveniently located : 
|for Delegates to the 2 eres 


N. E. L. A. Convention - 
When in New York see the Best in Every Line eee 


HURLEY MACHINE COMPANY, 


Cor. Clinton and Monroe Streets, 


Chicago 
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Thirty-Five (35) Live 


Central Stations 


Who appreciate a good thing when they see it, are distributing 
the Electric City Magazine among their customers, actual and 
prospective, monthly, with good results. 


The Electric City Magazine is not an experiment—now in its 
ninth year of publication. It is not merely an advertisement but 
an educator—creates a demand for your product—molds public 
opinion in your favor. Those stations 


Now Using The 


Electric City Magazine 


As a Booster 


are using it because 7¢ pays. 


We have an especially attractive offer to make you on this 
proposition. We give you the benefit of an attractively printed 
magazine at a small fraction of the actual cost to produce. You 
cannot afford to be without this most valuable aid in securing 
new business. 

Write for our proposition today. 


Electric City Publishing Company 


Electric Block, 28 North Market Street 
Chicago, Illinois 
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THERE’S PROFIT IN THE SMALL RESIDENCE 


One of the biggest Central Station opportunities today is the INTENSIVE cultivation of the market. 
Instead of extending your lines and increasing your investment, develop the small residence customer and get 
all the profit the present lines can give. 

It’s simply a question of the right proposition. 

Flat rates, with the EXCESS INDICATOR, are both attractive to your small residences and SAFE for you, 

Let us send you the names of forty Central Stations which have found the EXCESS INDICATC¢ IR both 


a profitable means of getting business and a means of getting profitable business. 


EXCESS INDICATOR COMPANY 
105 WEST 40th St., NEW YORK 























THE “HOH” 


Motorless Flashers 


Approved by Fire Underwriters and 
City Department 


Are the only perfectly successful Flashers, 
because Contacts are in a Vacuum and can- 
not burn out or corrode. 

Flashes can be regulated, slow or fast. 

Will not get out of adjustment. 

Require no attention or renewals. 

They save half the lighting bills. 

Consume practically no current. 

Used by some of the best people. WRITE FOR CIRCULAR 

Good Agents Wanted 


EMIL HOH, 386 Atlantic Avenue, Brooklyn, N. Y. 





Single Flasher, 2 circuits 
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All you have to do is to put your next clever 
business-getting idea on paper and send it in to 
The $-Idea Editor of Selling Electricity. For 
every acceptable Think, you get a nice, new, crisp 


dollar note. Isn’t that “easy money’? 




















Te Ham Attachment 


Most convenient 





wiring device 
brought out in 
the last decade 








é For sale by all jobbers 


Patented November 17, 1908 


E. W. HAM, — i" ~~ Worcester, Mass. 
All Electric Signs 


Should be Equipped With COLlsCaps, 


They produce beautiful color effects and increase the reading distance. 
Brilliant Sign Lamps Blur the Letters 
Opal CoLresuqes, Soften the Glare 
and Diffuse the Light Evenly 
BETTS & BETTS 
Makers of FLASHERS BER Rea TR oo 


304 W. 53d Street, New York, U.S. A. 


Patented 
In writing to advertisers, mention ‘‘Selling Electricity.’ 
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RESIDENCE LIGHTING 
COMMERCIAL LIGHTING 
INDUSTRIAL LIGHTING 


| All are desirable and profitable if the business 1s sought 
| on the right basis and with the right equipment. 


~HOLOPHANE GLASS 
~ HOLOPHANE STEEL 


are the recognized standard of lighting equipment in all three 
branches. There is no lighting problem which cannot be solved 
BEST by the use of Holophane products. The Residence Line 
Reflectors are of real artistic merit. The Standard Line Reflectors 
give the maximum of efficiency and all-round satisfaction in com- 
mercial lighting. The Holophane D’Olier Steel Reflectors represent 
the first and only successful effort to place’ industrial lighting on a 
scientific basis. There are cheaper goods than ours, but no com- 
petitor ever claimed to make “something just as good as Holophane.”’ 








We are glad to co-operate with Central Stations in 
the Development of any class of Lighting Business 


HOLOPHANE COMPANY 
NEWARK, OHIO 


New York Boston Philadelphia Chicago San Francisco 


In writing to advertisers, mention ‘‘Selling Electricity’’ 
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A Few of the Larger Installations 


Bellevue Hospital . : ‘ New York 
Chelsea Piers . ‘ , ‘ New York 
Fidelity and Casualty Building New York 
Public Schools . ; : ; New York 
Hall of Records ; : ; New York 
Metropolitan Museum of Art New Yor 
Columbia University ; é New York 
Queens County Court House Long Island City 
Prudential Building : Newark, N 

N.Y. & N. J. Telephone Bldg. Newark, N. 


University of Pittsburg Pittsburg, Pa 





Carnegie Technical Schools Pittsburg, !’a 
Soldiers’ & Sailors’ Memorial Pittsburg, Pa 
U.S. Naval Training School Chicago, III 
¥, Be. CAs : ; San Francisco, Cal 
Higgins Building - San Francisco, Ca! 


First National Bank 7 El Paso, Texas 





Supreme Court ‘ ; Hartford, Conn 


THE NEW YORK PUBLIC LIBRARY 


Uses 2,000 OPALUX REFLECTORS 


For Sale by Your Dealer larger users of OPALUX. 


We have enumerated but a few of the 
A list of in- 

OR stallations in any special locality will be 
The Opalux Company, 258 Broadway, New York sent on request. 
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HOTEL IMPERIAL 


ROBERT STAFFORD 











Broadway, 3lst to 32nd St. 
New York 





Be at the Heart of Things 
at the 


N. E. L.A. 


Convention 








Hotel Imperial 3. Hudson Tunnel Terminal 
2. New Pennsylvania Station 4. 6th Ave. Elevated Station 


Send for Booklet, Tariff, and Map. Copeland Townsend, Manager 
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CUTLER-HAMMER 
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CUTLER-HAMMER 
ELECTRIC WATER HEATER 


Fill the glass globe with cold water, turn on the current, 
and in less than a minute you have steaming hot water 
for tea, chocolate, broth, a hot lemonade or toddie. The 
three-quart heater (illustrated above) is designed for house- 
hold use. We make also a four-quart size for drug store, 
bar and restaurant. Both are finished in polished nickel 
—have heavy pedestals and cut glass frosted globes. 


Install one 
follow 


These electric water heaters sell themselves. 
in a prominent drug store or bar and sales will 
unsolicited. Place your order now and play up electric 
heating devices for the June Bride Trade. Our 32-page 
booklet {copy on illustrates and describes our 
irons, dise stove, curling iron heater, shaving mug, radiators, 


etc.; all suitable articles for wedding presents. 


request ) 


The Cutler-Hammer Mfg. Co., Milwaukee 


NEW YORK: Hudson Terminal (50 Church St.) 
PITTSBURG: Farmers’ Bank Bldg. 
PHILADELPHIA: 1201 Chestnut St. 


CHICAGO: Peoples’ Gas Bldg 
BOSTON: 176 Federal St. 
CLEVELAND: Schofield Bldg. 


PACIFIC COAST AGENTS: Otis & Squires, 155 New Montgomery St., San Francisco 


Agents for Southern California: W. 


3. Palmer, 416 East 3rd St., Los. Angeles. 


In writing to advertisers, mention ‘‘Selling Electricity.’’ 
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REFLECTORS 


FOR 
Tungsten Lamps 


The principal objections to 
modern lighting units are their 
harsh glare and unattractive ap- 
pearance. 

The “MEFCO” has been 
specially designed to overcome 
these faults. It is made of a 
delicate green glass outside with 
a pure white reflecting surface 
inside. When illuminated by 
a Tungsten lamp, this color 
changes to a beautiful primrose. 


“Kind to the Eyes” 
MEFCO will vo7 collect dust 


or tarnish. 

Gives maximum efficiency 
without glare. 

Harmonizes with fixture finish 
and interior decoration. 


MEFCO must be seen to 


be appreciated. 


Send for Sample 
H. G. McFADDIN & CO. 


43 Warren Street, New York 
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HOTEL EMPIRE 


BROADWAY, at 63d St.,. NEW YORK CITY 


In the Very Center of Everything 


All cars and 5th Ave. busses pass Hotel. Subway and Ele 
vated stations 1 min. 8 minutes’ walk to theaters and shops 
From new Penn. Station walk through 33rd Street to junction 
B’way & 6th Ave. and take 6th Ave. train on ““L”’ road to 66th 
St. which is in front of Empire; or surface car marked 
“B’way & Co. Ave.” direct to Empire door; only 10 min. ride 

50 Rooms, detached bath, $1.00 per day 

100 me Ls 


with bath 


Suites, with bath, $3.50 and up per day. j 
Send for Free Guide to City. ; 
W. JOHNSON QUINN, Proprietor 


“The Outdoor Lighting 








Specialty House’’ 


See our installations in 
New York City, N. Y. 
Brooklyn, N. Y. 
Newark, N. J. 
Poughkeepsie, N. Y. 
Elmira, N. Y. 
Washington, D. C. 
Richmond, Va. 
Lincoln, Neb. 


and 


> 


50 other cities. 


Send for Circular 20 
Design 40,005 


The Morris Iron Co. 


94 West St. New YorkC y 
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Creating a Larger Market for a 


Dayload-Builder 


Approximately eight million people will see this advertisement of the 
General Electric Company’s Four Inch Disk Stove in the May issues of 
many well-known magazines, some of which are shown above. A large 
percentage of these readers live in wired houses and are, therefore, possible 
customers. 


By thus creating a widespread interest in --- and desire for --- this 
500-watt Disk Stove, the General Electric Company is making it easier for 
central stations to place a larger number of these dayload-builders on their 
circuits. 

This Disk Stove ranks with the flatiron as a rea/ dayload-builder. 
Its low list price brings the popular little device well within the means 
of every owner of an electric iron. Its “hundred uses” makes it possible 
that this stove will be in operation as many hours weekly as the electric iron. 

This is another method by which the General Electric Company 
is co-operating with central stations to extend the field of electric service 
everywhere. 


General Electric Company 


Schenectady, N. Y. 
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“SAVALAMP” abtother | 
For Tungsten, Tantalum and Carbon Filament Elec- || 
tric Lamps 

If you have trouble with your Tungsten lamps 
from breaking, use the Savalamp Absorber. 
NO CHANGE OF FIXTURES 
Fits Any Standard Socket 
Write for price list 
THE LAMFORD SALES CO. 


Send Fifty Cents AGENTS 
for Sample 203 Broadway WANTED 
























































Prompt Shipments 











Dull’s Flashers 


Are nearly all in stock. A telegraph or- 
der or one received in the mail before 10 
o'clock a.m. is generally put on the 
cars the same day. 




















Ordinary combinations go out on the 
second or third day. Our records do not 


show a complaint on a delayed delivery 

















on our part in the 


Past Five Years 


This means a great deal to you. You can order when the sign is finished 
and the flasher will be there by the time the sign is hung. 











REYNOLDS DULL FLASHER CO. 


16-20 SOUTH FIFTH AVENUE, CHICAGO 














































A Haller Suggestion 


This all metal electric beer glass, five feet high, with overflowing 
foam effect, handsomely finished in natural colors, double-faced, 
wired for two or four cp. carbon lamps, with hanging rig and a. c. 
motor $99.00, with d. c. motor $95.00. 

Wired for low volt Tungsten lamps with transformer (a. c. only) 
$115. Can be furnished in larger sizes if desired. 

Get our designs and prices before ordering any kind of a sign, 
electric, or transparent glass, in standard or special shapes and 
of any size. 


HALLER SIGN WORKS (Inc.) ™ 5. <linton Se 


Chicago, Ill. 
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Many sorts of glassware 
are effective when light- 
ed—some are beautiful 
when cold—but the only 
glass that is beautiful 
and eflective both when 


lighted and when cold is 


IRIS 


“The Beautiful 
Glass made in Amer- 
ica. It is as difficult 
to describe IRIS as to 
describe asunset. The 


rich glow of color, the 


most 


shimmering iridescence, 
the bold yet delicate 
designs—all must be 
seen to be appreciated. 
The distinctive effects 
are secured by fusing 
the designs into the 
shades—not by painting 
them on. This gives ‘a 
richness which suggests 
that it is expensive, but 
in reality the prices are 
very reasonable. We 
will gladly send samples 
to offices of central 


station companies. 


if a} 07 























The “Fostoria Plan” is a 


Central Station 
Opportunity 


‘RESIDENCE BUSINESS” 
will be the title of one of the most 
important papers presented at the 
National Electric Light Convention. 


You are interested in getting 
residence business. 


We can help you to get it. 


The “Fostoria Plan” is an inex- 
pensive new-business-getting plan 
that will enable you to secure the 
wiring of old houses and the equip- 
ping of new homes upon a more 
satistactory and profitable basis. 

You surely will not let this op- 


portunity pass without an investi- 
gation. Write 


FOSTORIA 
GLASS SPECIALTY 
COMPANY 


FOSTORIA, OHIO 
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— fe 


Irons 
For 1911 


As usual— steady 
improvement 


The selling as well as the earning 
power is increased by the addition 
of the stand attachment by which 
the iron is instantly inverted for 
use as a stove (and many other 
uses a woman knows) as shown 
above. 


It pleases the customer 


Let us tell you more about the 


1911 models. 


Have you had our new catalog, 


No. 17K. A postal will bring it. 


Write for ‘Selling Helps.’’ 


NAPE TECORICTIEATING 


Cambridge, Mass. 


Monadnock Block, Chicago 
612 Howard St., San Francisco 


So SSSSSS===—=a 


—_ 
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The “IMPERIAL” 


A Portable Vacuum Cleaning Machine combining 
efficiency, practicability and economy. 
Can be attached to any electric light socket. 


ca 














“The only High-Grade, Efficient Machine! on 
the Market.’’ Guaranteed. A Dividend Payer for 
Central Stations. Growing concerns and responsible 
parties wanted as agents. Exclusive territory given 
Send for Catalogue and particulars. M’f’din 2 sizes. 

Price, $100.00 and $75.00 Complete. 
EMPIRE VACUUM COMPANY, 
112 West 30th Street, New York. 

District Office: 702 Postal Telegraph Building 

Chicago, IIl. 








At the Office 
In Any Place 


a wenn 
fof Business <4: 


BENJAMIN 


PLUG CLUSTER 


is a great convenience because it gives you 
two outlets where you have had but one, 
doubling the capacity of your sockets by 
doing the work of two. You may attach 
any other electrical appliance that you wish 
and burn your lamp at the same time. It 
requires no extra wiring 

you simply screw it into 

the socket. 


For sale by all Electrical 
Dealers 
BENJAMIN ELECTRIC 

‘ MFG. COMPANY 
4 120-128 So. Sangamon St. 
4 Chicago 











~ 
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The Only Iron Made in Which the 
Heat Canbe Absolutely Controlled 








Electric 


Pressing Irons 


with a 
ee 
Regulator 


Flat Element 





Small Cost of Operation Makes Iron Appeal to 
Manufacturers, and Will Rapidly Eliminate the Use 
of Gas Irons __.”. Bt és PA a ‘i 


Can be used with any voltage, and made to supply 
any heat desired 


The heating element is perfectly flat, and lies in direct contact 
with the bottom of the iron, giving a uniform, rapid heat to the 
working surface, making it practically impossible for the element 
to become overheated and burn out. This feature in addition to the 
SIMPLICITY OF CONSTRUCTION makes the REIMERS 
IRON PRACTICALLY INDESTRUCTIBLE. e yr 


Reimers Irons are used in the pressing departments of the leading 
manufacturers, hotels, department stores, ete. 


The Saving in Current Pays for the Irons 


Write for descriptive pamphlets to 


Dowdall Mfg. Co., 


Factory: Glen Morris, L. I. N. Y. City 1358 Broadway, New York City 
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Mott Lamp Posts 


STANDARD OF QUALITY 
Established 1828 


tere” Sore 


oases 2-0 


, <2 


7 


aon | tht 


Ornamental Lighting Posts 
for all Purposes 


SPECIAL TO CENTRAL STATIONS 


We will be glad to co-operate with your 
New Business Department and submit spec- 


ial designs for Commercial Lighting Projects 


Send for our New Catalogue 


The J. L. Mott Iron Works 
118-120 Fifth Ave., New York 

















Do You Want | 


A Demand Limiting 


Device 
which 


Meets Practical Conditions 


SIMPLICITY 
AONWIOMAA 


This One is Built by Men Who 
Know What an Instrument of 
This Kind is Up Against 


No Coils to cause drop in voltage or 
complications from frequency and 
power factor. 


Only One Size to Carry in Stock 


Accurate, easily handled and _ noiseless 
in Operation. 


Low First Cost and Practically 
No Maintenance 


Designed for use in combination with 
Watt Meters and thoroughly tried 
out on straight demand. 


A Post Card Today Will Bring You a Sample for 
30 DAYS’ PRACTICAL TRIAL 


Henry Thermo-Electric Co. 


3 Scott Avenue 


Newport, Vermont 
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Does the Job in 


The 
S 4% THE TIME 
le tz and with more than 
TWICE THE 
THOROUGHNESS 


Our Vice-President 


J. x CHAPMAN 
vill be at the 


gor Washer 


New 


Make Appointment to Learn About Our 
Apparatus and Sales Plan 


The John Dietz Mfg. Co. 


Cincinnati, Ohio 


























) WHEN YOU 


are in the market for 
Lighting Fixtures, makes 
no differencewhat kind, \et 
us know before making 
selection and we will be 
glad to furnish an esti- 
mate. 


R. WILLIAMSON & CO. 


Manufacturers of 


Electric and Combination Fixtures and 
Art Glass Shades. 


Washington and Jefferson Sts. CHICAGO, ILL. 
DESIGN NO. D 
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The NEW 


GREENWOOD 
FACTORY 


25000 Square Feet of Floor Space 


This factory stands upon a firm foundation of 
byiivinualtly 


The signs that bear the Greenwood name-plate are not only 
well made—as well made as any signs can be—but they contain 
clever, original, sales-making ideas. 

Our designers are Artists. Our Chief Constructor is a well- 
schooled Engineer. Our Sales Manager is a practical and success- 
ful Ad-man. And all of these men put their best thought into 
EVERY sign we ship—EVERY sign has artistic merit, proper 
design and construction, and advertising value. 


Greenwood Advertising Co. 


Knoxville, Tenn. 


In writing to advertisers, mention ‘‘Selling Electricity’’ 
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Not only our product but our service has the stamp of 
INDIVIDUALITY. 

We co-operate with you on sales. We make our policy fit 
yours. We do things YOUR way. 

Finally, we give you the advantage of unique facilities in 
both design and construction. 

We are one of the few National Electric Sign factories that 
has built up a business with as great a factory capacity. Ask our 
customers how we have done it. 


Write us for our new Bulletin No. 31. 


Greenwood Advertising Co. 


Knoxville, Tenn. 
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You Need No Electrical Expert to Appreciate These Good Points in Meter | 


Construction. Get the Bulletin and Prices. 


YLINORICAL BRUSHES 


COMMUTATOR DIA MICROMETER SCREW ' 
METER ONE - TENTH Picticgcsccoraoidictdag | 


NCH. ONLY THREE SILVER~ POSITIVE CON ADJUSTER FOR REGU 
SEGMENTS IN PLACE OF TACT WITH MINIMUM ; ¥ LATING BRUSH 
THE USUAL 8, TESTED 

TO 1200 VOLTS A. C TENSION 


BRUSH CLAMP ENA 
BLING SWINGING 
BRUSHES CLEAR OF 


E WIN G F 
OMMUTATOR AND RE- 
PLE RCULAR SEC ENGAGING WITHOUT 
G HIGHE ALTERING TENSION 
EF ENCY 


RIGID ONE-PIECE CAST 





ARMATURE CONSISTS ALUMINUM BASE WITH 
OF BUT THREE INTER- STIFFENER RIBS 
LOCKED COILS. TESTEC 
TO 10,000 VOLTS A.C 
SHORT, STIFF SHAFT 
WITH PIVOTS FRIC- 
TION CLAMP AT 
TACHED 
DIRECT READING ASSO 
CIATION DIAL TRAIN r 
HT LOAD ADJUST 
ong — h ; ENT OF WIDE 
Cc SE NO be} r 
r ir RANGE 
BINDING Ld wai AD S wiTHouT 
} C ANNOT 
HANGE 
MICROMETER MA MPORTED STEE 
NETIC SHUNT ADJUST AMPER MAGNET 
MENT FOR CONTROL- OVABLY AMPE 
NG MAIN SPEE N F t 
ALUMINUM DAMPER shes, ‘6 
DISC STIPPLED TO BE ~~~ aN EMOVA 
BLE USIN T 


PERFECTLY RIGID. 





Columbia Meter Company—Indianapolis 




















RECO FLASHERS 


give Electric Signs THAT SNAPPY APPEARANCE which is appreciated by 


all live advertisers. Also saves nearly 50 per cent in lighting bills. 


2 Us cane 


> >) Mai | 


—— 


Ws \ CT 


ye * 1 
Mee EMAL 





RECO FLASHERS produce almost any electrical effect—spelling, chaser borders, 
script writing, waving flag, and numerous others. 


Solid construction, easy adjustment, self-oiling gears, 
minimum attention. 


Reynolds Electric Flasher Mfg. Co. 


Largest Manufacturers of Flashers in the World 
Main Office and Factory, 617-631 W. Jackson Blvd., Chicago 


1123 Broadway, New York 
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BENJIAMIN 


f For Doubling the 
Capacity of Your 

Sockets Without 

Extra Wiring 


It just screws in—and the work is done. 

You have one light, but want two. 
you want to run an extra wire to another 
point for connecting some electrical appli- 
ance — fan, heater, curling-iron, flatiron, 
chafing dish, etc., and still keep your light 
burning. You need not rewire the place 
‘to do it. 
Benjamin Plug Cluster Does the Work 

of Two Sockets. 


For sale by all Electrical 
Dealers 


BENJAMIN ELECTRIC 
MFG. COMPANY 








120-128 So. Sangamon St. 
Chicago 
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Electric 


i Features 
ee OF 
THE UNDERWOOD 


STANDARD 
TYPEWRITER 


Appear in the following models: 
Underwood Automatic 
Typewriter Operator 
Underwood Typewriter 
Adding Machine 
Anderson Carriage Return 


Underwood Computing Machine 
The Machine You Will Eventually Buy 


UNDERWOOD TYPEWRITER CO. 


(Incorporated) 
241 Broadway, New York 






















The Edison 
Storage 
Battery 


is doing more to build up your 
off-peak load, bring home more 
business and more profits thin 
anything since the 
vehicle industry began. 


electric 


Recommending the Edison Storage Battery 
not only puts you “in right” with your cus- 
tomers, because the Edison has double the 
capacity and gives far more than double the 
mileage, per charge, of other storage batteries, 


but it means more actual business for you. 


For the Edison Battery equipped vehicle, 
whether pleasure or commercial, is on the road, 
day in, day out, every day in the year—while 
the lead battery equipment is undergoing fre- 
quent washings, renewals and repairs of every 


character, 


No user of an electric vehicle who has once 
used the Edison Battery will have any other 
battery equipment. ‘Take this one case for 
instance: 


The Adams Express Company, seven years 
ago, replaced lead battery equipment in four of 
their delivery trucks with Edison Batteries. 
Since that time they have purchased over 150 
cars all equipped with the Edison Storage 
Battery. 


A boost for the Edison Storage Battery is a 
boost for the industry and a direct boost for 
you. It’s up to every central station to recom- 
mend the Edison. Write for the new catalog. 


Edison Storage Battery Co. 
123 Lakeside Ave., Orange, N. J. 
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fi fi: £1 + &\ 


We have been building and selling SHELL TYPE transformers for more 
than a quarter of a century and during this time some of the largest and most 


particular companies have been using them year after year. 


This indicates that we have been following the right design all along and 


during 25 years, you may be sure, we have developed it to the highest possible 
point. 


We do not claim it is the superlative in every respect, but comparative 


tests demonstrate 


that primary, secondary and core each being in direct contact with the oil 
and not buried, results in Lower Temperature. 





that Better Regulation exists because the windings are divided into several 


coils and not bunched. 








that Higher Insulation is possible since a film of oil is introduced between 
the windings in addition to the insulating covering. More layers are pos- 


sible in the winding so that the voltage between layers is reduced. 


We would like to mail you a copy of our Bulletin 1118 which clearly des- 


cnbes Fort Wayne Transformers, and we assure you it’s well worth sending for. 


FORT WAYNE ELECTRIC WORKS 


“WOOD” SYSTEMS 


1600 Broadway Fort Wayne, Ind. 
Branch Offices --All Large Cities 
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Electric Sign Accessories 








A FREE TRIAL 


FOR CENTRAL STATIONS ONLY 


We will replace any 20 or 35 amp. 
250-volt Time Switch that is giving 
you trouble, with a 

GUARANTEED A. & W. 8-DAY 
ON-AND-OFF TIME SWITCH 
ON THIRTY DAYS’ TRIAL. 


At the end of thirty days, if the switch 
is satisfactory, send your check—if 
not, return the switch. We know we 
will get your check and your order 
for a standard package. 
LIST PRICES 
20 Amp. 250 v. 2 pole, - $21.00 


35 Amp. 250 v. 2 pole, - $22.00 


The A. & W.8-DAY ON and OFF LIBERAL DISCOUNT 
GUARANTEED SWITCH. 


he " & W. COLOR SHADES 


cover the entire lamp and produce the same 
effect as Natural Glass Colored Lamps. They 
are only made in Natural Colored Glass, and in 
permanent colors. We 
guarantee them to retain 
their color when used on 
Mazda lamps. Shade 
holders fastened to the 
sign by the lamps — im- 
possible for shades to fall 


off—made in Ruby, Canary 


and Green. 








LIST PRICE, - 30 CENTS 
Patent Applied For Send for Sample 
COLOR SHADES ATTACHED 


The A. & W. Electric Sign Co., Cleveland, 0. 


Patent Applied For 
THE A. & W. COLOR 
SHADE 
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ALENTINE 


Was the First, and 1s Today the Foremost 


Electrical 
Advertising 
Expert 


There’s as much difference between the services of the Valentine 
Electric Sign Company and any ordinary electric sign builder as 
there is between the service of a big advertising agency and the 
ordinary bill poster. 

That difference can be summed up in two words— Equipment 
and Brains. 

The Equipment of the Valentine Company is unique. Our 
huge electric display advertising business on the Boardwalk at 
Atlantic City gives us the largest and most expert crew of sign 
erectors in America. The big carnivals and fetes which we reg- 
ularly supply give us the largest stock of spectacular effects and 
temporary equipment. Our connections both with national adver- 
tisers and the large central station syndicates unable us to 
anticipate many demands and be constantly prepared for emer- 
gency calls. 

As for the BRAINS which enter into the Valentine output, 
there may be some question, but the evidence is mostly in our 
favor. The biggest firms are the closest buyers, yet big firms pay 
us big money for signs they could buy cheaper elsewhere—simply 
because we put Brains into our product. 

If you are interested in signs—plus—service you might wire 


Valentine Electric Sign Co. 


Builder of the Best Signs 
Atlantic City, New Jersey 
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